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Chase ’em both! 


You wt of Dirty Solid with Hiuflo hut you need 
Hys veet™ to remove Fatty Acid (with minimum dete rgent loss) 


lo keep customers coming in you've got to make sure Fatty Acid stays 
Old-fashioned sweeteners or distillation do the job all right, if you 

n't mind losing good soap in the process. But now Johns-Manville, maker 
Hivtlo, has developed Hysweet, the modern sweetener. 

Hysweet rids solvent of more fatty acid than anything short of actual 

distillation, with practically no detergent loss! Tests show you can save 

from $350 to $750 per vear, as compared to weekly distillation, depending 

upon the size of vour charged system. 

Simply add Hysweet after your usual Hyflo precoat. You'll discover the 

need for distillation is practically eliminated. With Hysweet there is abso- 

lutely no free fatty acid build-up in your solvent. Filter pressures are kept 

down longer, too! 

Ask your Hyflo dealer for Hysweet or write: Johns-Manville, Box 14, 

New York 16, N. Y. In Canada, Port Credit, Ontario. 


Hyflo:Hys 


*Hutto and Hysweet trademarka Reg. U.S. Pat. OF 
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Editorial Office 
States and Canada, $4.00; Foreign, $6.00 per year, Volume 52, 


SICK-SICK-SICK 


Operating 


costs high... 


8 FAMOUS 


PRODUCTS 


answers every need for more 
effective, more economical 


DRY CLEANING 


. Neutra-Lene, deodorant 
Rain-Dry, water repellent 
. Buckeye Size, water-soluble and safe 
Klor-Lene, touch-up spotting solution 
. Neutral Lubricant, soil and stain remover 
Re-Vi, water repellent fabric re-texturer 
. Wet Spotter, all-purpose spotter 
. Paint, Oil and Grease Remover, the 
original wet or dry spotter. 
Famous Buckeye Eight— 
Standard in the Industry 


For complete information on 
these and other famous 
BUCKEYE PRODUCTS 
contact your local distributor 
or write THE DAVIES-YOUNG 
SOAP COMPANY 
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AH...here’s 
the answer! 


UCKE 


Proved best for 
ALL fabrics! 
Lowers Finishing Cost! 


You'll give everything from laces and nets to 
silks, woolens, linens, synthetic fabrics, draperies, 
slacks, and sport shirts a new look and life 

with Buckeye SIZE. It’s completely water 
soluble. It’s safe... will not spot or discolor 
garments. Will not sour or become rancid. 

It’s odorless, too... gives garments a freshness 
that customers appreciate. Thousands of 

users have proved Buckeye best. So will you! 


For further information contact your local 
Buckeye Distributor—or write, wire the 
Davies-Young Soap Co. 


Since 1844 


SOAP COMPANY 


BOX 995 DAYTON 1, OHIO 


Division of the Reuben H. Donnelley Corp. Executive and 
109 West Chestnut St., Lancaster, Penna. Subscription rates: United 
5. Entered as 2nd class matter April 21, 1948, at the Post Office, Lancaster, Pa., under 
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@ How does 
your drycleaning 
differ from 
the coin-ops? 


Our drycleaning is better 
because we give your garments 
an EXTRA RINSE 


in distilled solvent! 


MP-353 COPYRIGHT 1961 R.R. STREET & CO. INC. 561 W. MONROE ST. CHICAGO 6, U.S.A. 
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SAVE 


IN THE FIRST YEAR! 


Now, you can save $312 to $433 in price* 
alone on a Ford Econoline Van compared 
to old-style half-ton panels. In addition, 
you can save over $100 every 16,000 miles 
you drive! 


These savings come with a man-size 
truck. The Econoline’s cab-forward design 
with welded “‘body-frame”’ gives bridge- 
like strength and reduces dead weight to 
haul a full *4-ton. Only 14 feet overall, 
Ford Econolines are nimble in traffic, easy 
to park, need less garage space. Big 4-ft. 
door opening (both curbside and rear) and 
level cargo floor provide new loading ease 

. . new load workability. 


Special Note To Pickup Owners: Now, you 
can protect your loads from weather and 
theft with an Econoline Van... yet, pay 
less* than for most conventional '4-ton 
pickups. And you can get the same $102 
savings on operating expenses as shown at 
the right. 


*Based onacompariaon of latest available manufacturers’ suggested retail pricea 
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HERE'S HOW YOU SAVE 


SAVINGS ON OPERATING EXPENSES EVERY YEAR! 


GAS Econoline trucks can give 30% better gas 
mileage than conventional tonners Figuring 


16,000 miles per year at prevailing gas prices, $70 


YOU 


OlL—Crankcase capacity is only 3 quarts instead 
of 5 quarts, and the recommended oil change in- 


terval is 4,000 miles versus 2,000 miles. In 16,000 $13 
miles you save 


TIRES—Econoline tires last longer, cost less to 


replace. Prorated saving for 16,000 miles as high $16 
as $53. Typical saving 


LICENSE-—Iin many states (not all) the license for an 
Econoline costs appreciably less—up to $30.40 per S 
year. Average for all states is.............ccesesccues 


*102 


SAVING ON PRICE —You can save $312 compared 


to even the lowest-priced conventional ton panel— $312 
and up to $433 against others! Saving at least 


TOTAL SAVINGS... $414 


and you keep saving ——— 


$102 EVERY YEAR! | 


NO REAR ENGINE HUMP! 


The Econoline’s “up front’? engine leaves a level, knee-high 
floor almost 9 ft. long. There’s no awkward rear-engine-housing 
hump to shrink the back entrance or hinder loading. And the 
Econoline Van provides over 204 cu. ft. of loadspace . . . up to 
57 cu. ft. more than conventional !9-ton panels. 


FORD TRUCKS COST LESS 


SEE YOUR FORD DEALER'S “CERTIFIED ECONOMY BOOK" FOR PROOF! 


FORD DIVISION, Tord Motor Company, 
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New Cleaning Fluid 


bh I. du Pont de Nemours 
maker of 
perchlorethylene has 


and Company, In 
Perclen 
developed i new drvck ining 
composition said to make Possi- 
ble a 15-minute cleaning evel 
in com operated drvcleaning 
machines 

Known as Valclene the new 
compound based on a fluoro 
carbon, is said to have a safety 
limit of vapor concentration 
five times vreater than that of 
solvent now used. Valclene is 
ilso said to be nonflammable 
and to clean without odor. It 
will soon be available for both 
commercial ck mers ind com 
op machines The cleaner will 
be sold through Du Pont dry 
cleaning distributors when spe 
cially designed equipment ts 


iailable in the near future 


For more information: E. | 
du Pont at Ne mours and Com 
Wilmington 98, Del 


pany, Inc 


Smoke Odor Removal 


A new, odorless product used 
for the removal of smoke odor 
ind damage. Odex can be add 
ed to the 


with no 


drvcle ming wheel 
prespotting and t 
claimed will completely re 
move ill traces of odors and 
hard encrusted smoke tars. It 
said to remove ground 
discolorations 
caused by smoke tars and resins 
For more information: Stam- 
ford Chemical Co., 45 Jefferson 
St., Stamford, Conn 


YOUR REQUEST 


for further information will get 
quickest and most complete at- 
tention as a worthwhile inquiry 
when it’s written on your let- 
terhead. Be sure to mention 
THe NATIONAL CLEANER. 


Fur and Storage Catalog 


4 20-page catalog that illus- 
trates and describes fur clean- 
ing and garment storage sup- 
plic s is available on request. 
The « italog also provide s how- 
to-do-it information. A section 
for special trial orders is in- 
cluded 

For a copy write Walter 
Haertel Company, 2840 Fourth 
Ave. S.. Minneapolis 8, Minn 


Aluminum Body Line 


Star-Lite body 


combines — latest 


The new 
stvling with 
gh fat 
construction SI 


improved visibility throu 
windshield 
77-A bodies come in popular 
sizes, ready to mount on all 
stripped forward-control trucks 
Standard 


aluminum bodies includes slid- 


equipment on the 


ing side doors, dual wipers and 
rear-vision mirrors, cab ventila 
tor, square wheelhousings, full- 
length insulated and lined ce il 
ing, 40-inch rear-door opening 
information: Alf- 
Herman Corporation, 4400 
Clavton Ave., St. Louis 10, Mo 


For more 


- 


Low-Band Aerotron 


This new 20 watt low-band 


mobile radio set Model 7N20 
features single unit con- 
struction with all operating con- 
trols on the front panel. All of 
the units have provision for 
local and remot control. and 
for plug-in installation of Uni- 
call selective call system at any 


time. The unit operates on 
either 6 volts dx 12 volts doe. 
or 115 volts a.c. It can be trans- 
ferred from mobile unit to fixed 
station with no changes 


For more information: Aero- 
nautical Electronics, Inc., P. O. 
Box 6527, Raleigh, N. C 


Coin-Operated Jewel 


Coinette Jewel is a 6-8 pound 
comn-operate ds drycleaning ma- 
chine which has a recirculating 
pe riod on dry that reclaims per- 
chlorethylene. Single-unit model 
CO-48 (illustrated ) is equipped 
vith a small 600 g.p.h. tubular 
filter while model CO-36 is de- 
signed for multiple installation 
of four or more units with a 

mmon filter and pump 

bor idditional information 
Midwest Machinery Company, 
5008 Tompkin, Oklahoma City 
Okla 


Vacuum Drying Technique 


A new concept which, it is 
laimed, will lower the cost of 


drycleaning by enabling — the 
manufacture of machines using 
pere hlorethvlene to clean faster, 
use less solvent and provide 
safer working conditions, with- 
out great increase of cost over 
present equipment was an- 
Pittsburgh Plate 


Glass ompanys The technique 


nounced by 


involves the application of vac- 
uum drying with direct contact 
cooling or absorption of the re- 
sulting vapors with rapidly 
rotating body of cold liquid or 
mist, as for example in certain 
pumps, and will enable reduc- 
tion, it is claimed, to one-quar- 
ter of the 
same technique can be used in 


present time. The 


solvent degreasing. The concept 
can be applied to com-op oT 
professional cleaning 

For more information: Pitts- 
burgh Plate Glass Company, 
Chemical Division, One Gate- 
wav Center, Pittsburgh 22, Pa. 


New Short-Cycle Process 


After several years of collab- 
oration between Du Pont Com- 
pany chemists and engineers 
and Vic Manufacturing Co., a 
new process and apparatus have 
been developed by Irving Vic- 
tor said to enable production 
of satisfactory drycleaning in 
less than one-third to one- 
quarter of the “consumed time” 
now necessary in the new coin- 
op drycleaning industry. Pat- 
ents are pending. 

The solvent making this pos- 
sible is a compk tely new 
composition developed by Du 
Pont. Although it is said to be 
ideally suited to the needs of 
coin-op drycleaning, Vic be- 
lieves the product or similar 
products will find application in 
the commercial drycleaning 
field. Presently, Vie has a pilot 
model package -type experi- 
mental equipment which dur- 
ing the next few months will 
be further tested and released 
to iobbe rs tor sale s 

For more information: Vic 
Manutacturing Co., 1313 Haw 
thorne Ave Minne apolis } 
Minn 


New Electric Drapery Folder 


The Ze electric drapery fold- 
er can accommodate drapes 10 
feet high and 20 feet wide. It 
can be raised to any position 
where it is easiest for the opera- 
tor to fasten the draperies in 
place. With the touch of a foot 
pedal the folder moves upward 
until the proper height — is 
reached. The operator can then 
release the pedal, put the folds 
in place and band them. 

Continued on page 75 
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IRON’ FINISHER 


BISHOP® PUF ‘N’ 
The all purpose Teflon ¢ 
DACRON covering: 
hose problems. 
® BOOSTS PRODUCTION — 


hand finishing ond 
nit thot 
INCREASES QUALITY 


end © 
production Sort at the Folder .- - 
1,000 
EAR 


finishing- 


0 steam marks, moire 


© FiT Alt MODELS or heat-damage-.- 


SiZES T 
PRESSES 
NO glazed seams 


oF CIE ANER 


tional 
porter 


Start with who 
ADD bins 
needs increase. 


10-Bin, 15-Bin,20-Bin Units 


No. 863-53 (3-Ib. iron) 
No. B63-56 (6-1b. iron) 


LASTIC 


SAFE FOR P 
PAPER 


IDEAL FOR 
mode NO. B30-98A 


paceman MANU ACTURE RS 
pistol-Type Gun \ 


and pro it en 
ae Cut handling All steel. In open area in plont), on 
‘ — — 
| LF Model 826-10- 
BISHOP reach to e'* 
ae =< Turns ot flick > SPRAY GUNS solenoid-operated 
doop, eport, entire Won't tip. / Super y STEAM- 
a ‘ collapsible. 
including cord, steam 
CARTS BAGGING ROD monet F PUFFE 
A BISHOP” wim SAND) cayeere-Type 
xt 
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SOLVENT 


When she gets her clothes from the cleaner’s, but feels she’s been 
taken to the cleaners instead—you’re about to lose a customer! Then, 
it’s much too late for Premium Darco: Save your 
customers—use Premium \ 
DARCO every day! Your nd 
customers don’t know about ee 
solvent stain—but you do! Stop 
©6©it—cold—with a bag of Premium 
THURSDAY FRIDAY SATURDAY Darco activated carbon per 2000 
- gallons of filter capacity every day. Premium 
Darco gobbles up soil and bleeding dyes from the 
wee eee = solvent... makes it turn out really clean gar- 
off « =a ents all the time. And Premium DARco costs 
ATLAS POWDERCOMPANY just a few cents a day. So stop solvent stain 
WILMINGTON 99, DEL. hefore it starts. Use Premium Darco every day! 
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BULLETIN 


We firmly believe that our new 
concept in filtration, the Per 
Flex tubes is one of the major 
advances in the drycleaning 
industry today. Now for the 
first time you can be assured 
of a truly unbridgeable, non- 
cloggable and _ indestructible 
filter system 


And, by the addition of the 
new Per Claimer as the filter’s 
mate, you have a 4-in-1 Per 
Flex Combo that filters, dis- 
tills, reclaims, and cools all in 
one compact unit. Every de- 
tail of the filtering system has 
been precision engineered to 
give you a lifetime of trouble- 


free solvent maintenance 


Another important point to 
consider is that a Per Flex 
Combo can start saving you 
time, effort and money right 
now. It is easily adaptable to 
your present drycleaning sys- 
tem or any other type that you 
might purchase in the future 


it never becomes obsolete. 


We would like to send you our 
new booklet giving all the de- 
tails—Models: 13 to choose 
trom Specifications; from 
500 gph to 10,000 gph filtra- 
tion, 9 gph to 80 gph distilla- 
tion Prices: from $940 to 
$4,750. There is no obligation 
on your part in receiving all 
the facts by return mail. Just 
drop us a card with the magic 


word “Per Flex Combo.” 


PER CORPORATION 


P.O. Box 305, Orange, N. J. 


Russian roulette 
“OPEN YEARNING to settle in- 


dustry problems by state legisla- 
tion,” we commented in the March 
issue, “seems muted since our last 
convention swing.” 

Just how naive can one be? 

Please be careful with that gun 
Mister! You think it may have only 
one bullet in it, but we suspect it 
really has only one empty chamber, 
and it isn’t pointed in the direction 
vou think it is! 

For instance, those states that 
succeeded in establishing and sus- 
taining regulatory drvcleaning 
codes did not do so without a 
struggle. We seriously doubt. the 
wisdom of reopening the question 
of their validity in a legal climate 
dominated by the conviction and 
sentencing of the GE executives for 
conspiracy in restraint of trad 

Only we who have considerabk 
grav in what hair remains remem- 
ber the struggle and maneuvering 
that attended the invasion of the 
drycleaning industry by the neigh 
borhood plant, first with carbon 
tetrachloride and then with per- 
chlorethyvlene. The latter has been 
established as a safe practical sol- 
vent for use in congested areas. I 
these legal cowbovs keep fussing 
about dangers to customers from 
perk, they'll wind up forcing all 
metropolitan plants, commercial as 
well as com-op, to switch to the 
new, four - times - more - expensive 
minimum-toxicity solvent 

Remember, when perk got its 
foothold there was no reasonable 
alternative 

We have considerable sympathy 
for moves to require attendance in 
coin-ops, whether laundry or dry- 
cleaning, at least in many locations 
But while we ourselves observe the 
Sabbath as faithfully as possible, 


we consider forced Sunday closings 


from the editor 


an injustice. Sunday is a religious 
holiday, but not to all faiths 

As usual, very little regard has 
been shown for the customer in all 
the legal hubbub. But—not only is 
the coin-op here to stay, as industry 
sages are repeating around the 
country like a stuck record. In addi 
tion, we now know for sure cus 
tomers like coin-op drycleaning 

If we go to footballing the coin- 
ops too heartily, the customer just 
might get the idea coin-ops are 
competition to professional dry 
cleaners. And when you and he 
get to fighting are you quite sure all 
vour customers would rather see 
vou win out? 

This coin-op phase is going to 
prove one heck of a lot more di- 
gestible in the long run if we keep 
it in the family! 

Another not so remote considera 
tion is the impact that state and 
local restrictive legislation on con- 
sumer-use facilities might have on 
public attitudes toward minimum 
wage legislation. NID and AIL are 
having a seesaw struggle on this 
matter in Washington. It wouldn't 
take much grassroots antagonism 
toward our industry to swing a few 
critical votes against us in Con- 

Finally, as Bob La Place. the 
West Coast engineer, points out 
about the California code versus 
coin-ops, if technically qualified 
drycleaners are mandatory in coin- 
ops as attendants, there'll be just 
that many more professional plants 
put in business. Kean’s in Baton 
Rouge, Louisiana, shows how the 
wind blows. One unit of their bank 
of eight coin-ops is reported 
screened off with a partition. Here 
the attendant also has a utility press 
for clean-and-steam service that 
competes pretty well with cut-rate 


work in the neighborhood 


REPRINT SERVICE FOR OUR READERS—Please write promptly if you want reprints of any article 
appearing in this issue. Cost is $16 per 100, one side of a single sheet; $25 per 100, two 
sides of a single sheet (81. x 11). Additional 100’s at $1.50, one side; $1.80, two sides. 
Minimum order is 100 reprints. For reprints in color or reprinted spreads or folders, please 
write for prices and additional information. All prices F.O.B. Lancaster, Pa. 


Address the Editor: THE NATIONAL CLEANER, 466 Lexington Ave., New York 17, N. Y. 
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EASY to TEST 


NO FILTER PRESSURE 


~/@ USE WITH or WITHOUT RINSE 
AMAZING SPOT REMOVAL 


\ f 
CLEANS WITHOUT WATER 


SOFT FEELING GARMENTS 
4 
HIGH CARBON SOIL REMOVAL ‘@— 
er 
USABLE WITH ALL MOISTURE CONTROLS 
WHITES WHITER BLACKS BLACKER 


Pace-Perk is a charge soap FOR PERCHLOR- 
ETHYLENE ONLY. Pace-Perk gives you 
amazing spot removal and is tops in clean- 
ing efficiency. PACE PERK REALLY WORKS. 
For perchlorethylene ...there’s no sub- 
stitute for Pace-Perk...by Caled, of 
course. 


Products 


COMPANY, INCORPORATED 


BRENTWOOD, MARYLAND 
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“Our rapid growth from one 
plant to several was made 
possible by the Detrex lease 
plan 

“Having equipment free for 
a half-year saves our capital 
for daily operating expenses, 
allowing us plenty of time to 
put a new location on a 
profitable basis.” 


LET PLANT OWNERS 
ACROSS THE NATION 
TELL YOU WHAT 


“The performance of dry- 
cleaning equipment is only as 
dependable as the perform- 
ance of the folks that produce 
it and service it. 

“It is reassuring to know 
that our Detrex equipment is 
backed 100% by the nation’s 
leading producer of dryclean- 
ing equipment.” 


Louise Bel! —Jiffy Cleaners 
Battle Creek, Michigan 


Robert Vanderau—Wharton Steam Laundry and Drycleaners 
Wharton, Texas 


“! have found the Detrex 
factory-distributor team the 
most experienced and helpful 
in the drycleaning industry. 

“Their assistance in plant 
layout and equipment instal- 
lation has been invaluable to 
me. Complete parts and 
service facilities make it easy 
to keep equipment at top 
efficiency. 


“We bought a Detrex Diplomat 
and Synth-0-Saver in March, 
1960, and have been very 
satisfied with the performance 
of this equipment—so much 
so, that we will use it for our 
clean-and-steam service, in 
addition to the regular clean- 
ing at our West Hartford 
location.” 


Edward J. Ferris—Handy Cleaners Lino J. oe Drycleaning Service 
Omaha. Nebraska est Hartford, Connecticut 


THE MOST DEPENDABLE LINE... 


~ 


CORONET DELUXE MONARCH 


DELUXE DIPLOMAT 


Made-to-order for 
Low Volume Operators. 
Single-Bath Model 422. 

80 ibs. per hour. 


ideal for operators in 
Médium-Low range 
Single-Bath Model 528 
Two-Bath Model 528-B 
140 Ibs. per hour 


Meets the Needs of all but 
Biggest Operators. Single- 
Bath Model 561 
Two-Bath Model 561-B 
200 Ibs. per hour 
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IT COSTS YOU NOTHING 


TO GET THE 5c POSTAGE WILL BE PAID BY — 


DETREX CHEMICAL INDUSTRIES, INC. 


MONEY-MAKING FACTS 


BOX 501, DEPT. D 


ABOUT DETREX EQUIPMENT DETROIT 32, MICH. 


= MAIL THIS POSTCARD TODAY 4 


~ 
— 


LL OUT AND MAIL FOR MORE INFORMATION 


DETREX CHEMICAL INDUSTRIES, INC. 

Box 501, Detroit 32, Michigan 

Please send me the following Detrex literoture 
Coronet 422 Synth-O-Sover 
Monorch 528 ond 5288 Econ-O-Perk 
Diplomat 561 ond 5618 30-Month Lease Plan 


Ambassador 60! ond 6018 “Let's Face the Facts” booklet 


NAME — 


COMPANY 


ADORESS 


ciry ZONE STATE_ 


DETREX DEPENDABILITY | 


makes the BIG DIFFERENCE 


In HIGHER Quality Work 
In LOWER Operating Costs 
In BIGGER Sales and Profits 


AG 


“When we purchased our new 
Detrex equipment, your rep- 
resentative assured us that 
we would get an unusual 
volume of cleaning from each ail 
drum of perk. e i 
“Thanks to my Detrex ma- 
chine, Synth-O-Saver and 


only one quarter the amount 


“An engineered plant layout 
and scientific work-flow sys- 
tem can mean the difference 
between profit and loss. 
“Detrex factory and dis- 
tributor representatives are 
‘past masters’ at studying 
plant requirements. They 
placed my equipment pre- 


Ne 
Econ-O-Perk,oursolventcon- 
sumption is now reduced to a : 


previously used.” 
John Leonardo 


cisely where it will produce 
the most efficient and profit- 
able work-flow.” 


Richard Paley—Riverview Cleaners St. Louis, Missouri 


Westbury Valet Company 
Westbury, New York 


There’s a well known saying that “the record 


speaks for itself’ and the Detrex Record of 
“Automation is all important 
in drycleaning today. In my 
§ opinion, the advanced design 
® of filtration, distillation, and 
| recovery of our Detrex equip- 
ment is an outstanding ex- 
ample of automatic operation. 
“It gives smooth depend- 
able service year after year 
s ...and you don’t need to be 

an engineer to operate it.” 
Leonard Brook—Miracle Cleaners & Shirt Laundry 

Chicago, Illinois 


Dependability, as thousands of plant owners 
can testify, is matched by no other make of 


drycleaning equipment. 


Detrex dependability means many different 
things to many different plant owners—improved 
cleaning quality, uninterrupted work-flow, lower 


operating costs, reduced maintenance expense. 


And, anyway you look at it, Detrex dependability 


“We are thoroughly convinced J 
that the drycleaning business § 
is heading into a period of & 
fantastic growth and ex- 
pansion. 

“And no plant operator can 
do a better cleaning job, § 
faster or at less cost, than we § 
can with our Detrex equip- 
ment.” 


Morton S. Wolk—Sherman Oaks Center Cleaners 
Sherman Oaks, California 


means more loads per hour, day in and 


day out, with more profit for every load. 


DETREX CHEMICAL INDUSTRIES, INC. 


BOX 501 - DETROIT 32, MICHIGAN 


Write for your copy of the helpful 16-page booklet pointing out the profit possibilities of a ‘“‘Clean-Only”’ service. 


IS THE MOST PROFITABLE LINE 


DELUXE AMBASSADOR ECON-O-PERK SYNTH-O-SAVER 
Highest Capacity in the Single Model 31 Models 326 and 326A, 
Synthetic Field 5 gal. recovery capacity 35 Ib. capacity 


Single-Bath Model 601 
Two Bath Model 601-B 
300 Ibs. per hour 


Dual Model 61 
10 gal. recovery capacity 


Models 340 and 340A, 
50 Ib. capacity 
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Get witha 


NO TUBES NO COILS 


You have only two choices! 


Here's what you 


FIRED—GAS FIRED 
SAVES SPACE SAVES FUEL 2 

EFFICIENT — FAST STEAMING through 
FIRE TESTED — COMPLETELY ASSEMBLED 30 HP 


BOILER WORKS INC., PULASKI. 
and gimmicks 


Canopy Ties In Plant With 
New Drive-In 
The problem was showing the pub- 


lic that 
now one 


adjacent buildings are 
Elite Cleaners & Dyers 
alifornia, added drive- 
acquiring a building 


two 
firm 
of Pasadena, (¢ 
in facilities by 


next door, used for vears by a local 
laundry. Walt DuNah, who with 
brother Carl owns Elite, called in 


Harold Zook, 
tect. He 
veloping outstanding design to appeal 
to the “carriage trade.” 


a noted Pasadena archi- 


was given a free hand in de- 


OUR 


TUBELESS 
BOILER 


...or a boiler 


of another design 


We know that there are 
other boilers available . 
but we also know that over 
7,000 plant owners have 
proven that FULTON 
BOILERS are superior in 
efficiency, durability and 
lowest cost operation. 


N.Y. 


The attractive result features a long 
sawtooth canopy extending across the 
front of the acquired the 
front of the driveway a corner of 
the main plant 

rhe canopy 
steel framework covered on the under- 
side with expanded metal. Steel sup- 
porting posts are 
wall. 


building, 
and 


ivorv-colored has al 


embedded in a low 
This was built along the 
at the 
Across the drive it 
continues along a portion of the main 
plant as a large planter filled 
tropical plants and flowers 


stone 
front of the drive-in office side- 


alk’s Inner edge 
with 


The driveway has room tor two-way 
traffic. It sports a 4-foot-wide strip of 
ivory-colored carpet that crosses the 
two traffic lanes and leads into the call 
office where the 
the same material 
ivory-colored. 

The call-office interior is devoid of 
frills. Counter fronts and walls of wal- 
nut contrast with ivory-colored For- 
mica top, ivory carpet and 
ivory ceiling. Diffused lighting panels 
in front of the partition extend the full 
width of the office. A separate 4-foot- 
wide luminaire of the same indirect 
diffused lighting at ceiling height ex- 
tends from in front of the counter, out 
the door and across the two traffic 
lanes of the drive-in area, for a truly 
spectacular effect at night. 


floor covering is of 


The building is also 


counter 
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ANNOUNCING... 


MAJOR BREAKTHROUGH 


in drycleaning technology that offers Super-Speed 
cleaning cycles for Coin-ops and commercial plants, 
using present solvents and detergents 


As part of its customer service 
program on applications of per- 
chlorethylene, PPG’s Chemical 
Division has originated a new con- 
cept. It is Super-Speed dryclean- 
ing . . . so called because conven- 
tional hot machine cycles can be 
reduced from 50 to 60 minutes to 
15 minutes or less. Some modifica- 
tions of Super-Speed cleaning can 
be adapted to present machinery, 
although equipment manufactur- 
ers are actively working on new 
designs which will allow incorpo- 
ration of the Super-Speed tech- 
nology into the most economical 
type units. 

The new process is designed to 
enhance the well-established 
cleaning power, non-flammability 
and low toxicity of PERCHLOR 
(perchlorethylene) with more 
speed in production. With approx- 
imately the same equipment in- 
vestment, you will be able to use 
PERCHLOR’s cleaning power 
and produce three or four times 
the pounds of sparkling clean 


G 


ONE GATEWAY CENTER 


clothes you can now turn out. 
Present detergent systems and 
solvent clarification methods are 
used in Super-Speed cleaning. 
Clete Smith, PPG Chemical’s 
technical expert on solvents, led 
the development of Super-Speed 
cleaning. Here’s how he describes 
the technical phase: “‘Essentially, 
we are employing vacuum proc- 
essing. By drying under vacuum, 
we can cut the time needed to re- 
move solvent from clothes by a 
very large factor. Since this sol- 
vent removal step is the most 
time-consuming part of the cycle, 
the total cycle can be reduced to 
1g or 14 of the former time. A 
separate solvent reclaimer-dryer 
can also benefit from this idea. 
“An outstanding advantage of 
our new Super-Speed cleaning 
process is that the same pump 
which pulls the vacuum also pro- 
vides an efficient, low-cost way to 
remove and condense the vapors 
from the drying chamber without 
cooling coils or solid adsorption sys- 


tems. As the vapor and air are 
drawn into the pump, an intimate 
contact is established between the 
solvent vapor and a liquid seal in 
the pump. This has the effect of 
condensing or absorbing the va- 
pors for subsequent decanting 
or distillation. This technique can 
also be applied to degreasing 
equipment. 

“Commercially available equip- 
ment and normal weights of steel 
for shells and jackets make the 
conversion to Super-Speed per- 
chlorethylene processing a practi- 
cal matter. The new development 
offers great promise in commer- 
cial units as well as in the new 
coin-op units.” 

PPG Chemical Division plans 
to follow its long-standing prac- 
tice of making such technology 
available to the drycleaning in- 
dustry on an individual license 
basis at a minimum cost. 

The manufacturers of equip- 
ment for drycleaning are invited 
to write us for further information. 


columbia] southern 
chemicals 


CHEMICAL DIVISION 
PITTSBURGH PLATE GLASS COMPANY 


PITTSBURGH 22, PENNSYLVANIA 
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ARE YOU RUNNING 
HALF A BUSINESS? 


You are if you don’t have a 
storage vault. What used to be 
a sideline has become a stand- 
ard part of the drycleaning 
business—and a highly profit- 
able one. Cleaners all over the 
country have proved that a 
good vault brings a higher re- 
turn for each dollar invested 
than any other new equipment 
you can buy. 

Haertel Vaultmaster pack- 
aged units give long years of 
economical, trouble-free serv- 
ice. They provide all necessary 
controls automatically: humid- 
ity, temperature, fumigation 
and ventilation. 

Join the money-making 
Haertel parade. Write or call 
today. 


WALTER HAERTEL 
COMPANY 


2840 FOURTH AVENUE SOUTH 
MINNEAPOLIS 8, MINNESOTA 


Coin-Laundry Legislation: The mayor 
of New York City and the city’s Board 
of Estimate have approved the bill 
which passed the City Council requi 
Ing Sunday closing tor coin-operated 
laundries and daily hours of 6:00 a.m 
to midnight and attended operation 
after 6:00 p.m. The bill was backed 
by the Police Department, Fire De- 
partment and various civic groups that 
saw unattended coin-ops as meeting 
places for juvenile delinquents and 
possible locations for crime. 


Carbon Tet Fumes Get in Private 
Eye: What the National Institute of 
Rug Cleaning has denounced as erro- 
neous representations on a recent TV 
show are causing numerous rug clean- 
ers unde served he adache S 

On a recent Peter Gunn show over 
the American Broadcasting system, : 
murder was committed by use of car- 
bon tetrachloride fumes emanating 
from a newly cleaned carpet. The 
show represented the murderer 
having gained his knowledge ot 


Tame your wildest 
customers with 


REWEAVING 


SUEDE & LEATHER 
CLEANING 


Rely on Tru CoLor for first-class work 
—the kind you can be proud to offer 
Dependably fast service too. < 
Write for wholesale price list. 


TRU COLOR DYE WORKS, Inc. 


24-47 44th Street, Long Island City 3, N. Y. 


deadly properties of this alleged car- 
pet cleaning agent while working in 
a dry cleaning plant. The NIRC has 
asked both ABC and the show’s spon- 
sor to rectify the situation. According 
to the Rug Institute, cleaners in vari- 
ous parts of the country are receiving 
complaints from their customers as a 
result of the TV program. 
Cleaner Describes Fabric Problems: 
Joe Rosenberg of Custom Cleaners 
Ltd. recently discussed the problems 
cleaners have with synthetic niaterials 
with the Saskatoon (Canada) Home 
Economics Club. Mi: Rosenberg 
pointed out that many garments 
labeled “dry clean” did not clean very 
satisfactorily. 
Lady Cleaner Trains as Steamstress: 
Mrs. Betty Illingworth, whose hus 
band operates a cleaning plant in 
Lethbridge, Alberta, Canada, is taking 
a course at Lethbridge Junior College 
which will turn her into a steamstress 
She’s taking a course in fourth class 
steam engineering—the only female in 
the class—in order to help her hus- 
band, already a fourth class steam 
engineer, in maintaining the equip- 
ment in their plant 
Overtime in Massachusetts: The State 
Legislature of Massachusetts recently 
passed a law making the new mini- 
mum wage for overtime in the dry- 
cleaning industry in that state time 
and one-half the operator's regular 
rate of pay instead of the $1.50 set 
minimum figure that previously ap- 
plied. The number of hours constitut- 
ing a work week were 
from 42 to 40 hours 


also changed, 


7 


Outstanding Cleaners: Vern Meintz of 
Modern Cleaners, McCook, Neb., re 
cently received the Jaycee Distin- 
guished Service Award for being that 
community’s Most Outstanding Young 
Man for 1960. 

Royal E. Welch, owner of a dry- 
cleaning plant in Tecumseh, Mich., 
was recently picked as the outstanding 
Young Man of Tecumseh by the local 
Junior Chamber of Commerce. He was 
presented with the 1961 distinguished 
service plaque. Continued on page 70 
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DRY- CLEANING UNIT 


Never before so much 


The response of our new Coin-Op Dry- 
cleaner is absolutely overwhelming 

and for good reason! This heavy duty, 
stainless steel machine has the true per- 
that the 
need of this exciting and challenging new 


formance positively answers 


industry venture. 


LAUNDRY-CLEANING MACHINERY 
COMPANY WACO, TEXAS 


COIN- OPERATED 


... SO much 


REVERSING DRIVE... for both wash- 
ing and drying cycle! 


30 MINUTES DRY TO DRY ... provides 
the fast performance your customers 
will demand. 

ECONOMICAL OPERATION! . 
excelled solvent mileage . . 
COSTS .. 


. un- 
. low power 
. see for yourself today ! 


Please rush detailed information on the 
Hammond coin-op drycleaning unit: 


Name 
Address_—__ 


Hammond Laundry-Cleaning Machinery Co. 
Hammond Bldg. ¢ Waco, Texas 
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Things to Remember 
BEFORE YOU DRIVE! | 


Keep your heed down 

Keep your eye on the bol! 

Keep your left arm stiff 

Don't bring your club head beck toe far 

Don't forget to piver 

Bring your club heed inte the bel! 

Grip your club firmly 

Den't stend tee far away from the bal! 

Don't stand toe close to the ball 

Swing with your left orm guide with your right 

Line your boll up with your left hee 

Take your bock swing w 

Break your wrists 

Always follow through 

NO WONDER YOU NEVER BREAK 100) 


Professional advice on Golf, consult your “Pre 
Fer Professional edvice on where te send your 
shirts ond cleaning, consult— 


27) NILES 624 CENTER 
BAKERSFIELD 
The Careful 


LAUNDPFRER FURRIER 


PROFESSIONAL 
Listening Rates 


FOR GOLF 


OPEN DAY AND NIGHT 


Sundays and Holidays — 
by Special Appointment 


A Sympathetic Ear for Golfing Customers 


This unusual card was designed by 
Stubby Newman Sparkle Cleaners & 
Laundry, Bakersfield, Calif., to attract 
golf enthusiasts He 
goodwill and quite a few laughs 

Che outside of the folder is repro 


ibove IS the 


reports great 


duced listener's 


price list 


RATES FOR SYMPATHETIC 
LISTENING TO DESCRIPTION OF 
YOUR GOLF GAME 

Listening Time 
Limit 5 Minutes 
LISTENING TO 
Long Drives 35 cents 
Fiubbed Drives 50 cents 
Beautifu 


Filubbed Approaches 85 cents 


Approaches 60 cents 


Long Putts Sunk 45 cents 
Short Putts Missed 60 cents 
Getting Out of Rough 25 cents 
Getting Out of Bunkers 55 cents 
Birdies 95 cents 
Eagles 2.35 


Almost a hole-in > 3.00 


Listening Time 
Limit 15 Minutes 
QUALIFIED RATES 
Describing 18 holes, hole by hole 
Under 90 
Between 9! and 100 


Over 100 


Description of Vacation Golf 


SPECIAL RATES 
For Hard Luck Golf 


20 


Describing Bad Lies, Unethical Opponents 
Out of Bounds, Landing in Rough, Looking 
Up, Disturbance on Tee Shot, etc. 

Just Listening 25 cents each 
Listening with Sincerity 45 cents each 


FOR SHOOTING 
listening to “if the caddy held the pin 
if | didn't top the ball if the ball 
didn't rim the cup, if | hadn't sliced 


etc 


This is really difficult listening to, and the 
rates are somewhat higher. 5 min. 35¢; 10 
min. 60¢ (Rates also by the hour.) 

lf Weeping is required 
$0.50 extra. Towels furnished aot 25 cents 


each 


24-hour-a-day service—3 listening experts. 


Will also listen to Bowling 


Don't talk for nothing—consult experts! 


Easter Sunday Reminder 


Rocky Stone, Rocky's 1 Hour Clean 
ers, Alexandria, Va 
thing different this vear than specials 


wanted some- 


or coupons so he sent out a re 
minder to attend Easter services. The 
savs “beats them all.” He 
mailed out 3,500 cards at a cost of 


S150 


results he 


This included address printing 


and postage 


The card lists names, addresses and 


telephone numbers ot churches of 
various denominations in Alexandria. 
The heading contained two religious 
illustrations and bold letters reading 
“Come to Church Easter.” The card is 
in lavender, a color appropriate for the 


holiday 


Jackpot Contests 


To create traffic at their Super- 
Clean Drive-In plant at Valley 
Stream, New York, the owners have 
established a weekly cash jackpot 
contest. 

The jackpot starts at $50 and in- 
creases $5 each day a name is drawn 
but not weekly 
book Che public IS no obliga- 
tion but must sign the registration 
book at the establishment once each 
week to be eligible for the prize. The 
jackpot has provoked a deal of local 


registered in the 


interest since the prize has run as 
high as $315 to date. 

In Wyandotte, Mich., Sea-Gull and 
Annex drvcleaning stores are offering 
Jackpot with 
cash prizes of at least $200 

Here’s how it works. Harry Segell, 
president of the firm, says that a 


a daily Sweepstakes 


name is drawn daily from lists of resi- 
dents of eight local communities. The 
$200 to start with, $10 added 


each dav the monev goes unclaimed 


prize 


goes to the person whose name is 
drawn. To receive the prize, the per 
son must be registered at one of the 
Sea-Gull-Annex 


renewed weekly as contests 


stores Registration 
must be 
begin on Wedne sdavs and end on 


| uesday 


““Doctor”’ in the House? 


Norman “Doc” Milgrom’s Cleaning 
and Laundry Service, Sherman Oaks, 
Calif., has a 60-foot frontage and a 
depth of 40 feet. Set back 40 feet off 
the street, it affords ample parking 
space for customers parking. Making 
full use of his nickname of Doc, Mr. 
Milgrom bills himself as the “Doctor 
of cleaning and spotting.” Even going 
so far as to use a doctor's bag as an 
attention-getting trademark on his de- 
livery truck and the plant front. 
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WHEN 
ENOUGH 
NOT 


There are many times when 
“good enough” is fine. But not 
when it comes to buying your 
important full-capacity dryers. 
Then you want the best ...a 
Cissell 42 x 42 Dryer. Why? Just 
look what Cissell gives you: 
Choice of any color, 3,200 cu. ft. 
air displacement, separate mo- 
tors for fan and basket, Cissell- 
built gear reducer, double walls 
for extra strength .. . extra in- 
sulation, all-metal full-width lint 


ENOUGH. need a Cissell Dryer 


drawer, extruded basket perfo- 
rations and an 8-stage heat con- 
trol. When you can get all these 
features—for such a small 
amount more money — why 
should you settle for just any 
dryer with ordinary features? 
CONSULT YOUR JOBBER. 
He can give you complete infor- 
mation on all these Cissell fea- 
tures (there are many more than 
mentioned here) —can tell you 
how Cissell full-capacity Dryers 
can help your operation. W. M. 
Cissell Mfg. Co., Inc., Louisville, 
Ky. Pacific Coast Office, 4823 
W. Jefferson Blvd., Los Angeles. 
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Wee? 


You need never lose 
a single garment 
due 
to faulty 
tagging ! 


ACE CLIPPER STAPLING PLIERS HOLD TAGS TIGHTER 
WITH A UNIQUE STAPLE THAT IS EASILY REMOVED! 


The loss of just one garment would cost you much more than an ACE 
CLIPPER and a full year’s supply of staples! So be sure garments 
stay tagged—use an ACE CLIPPER Stapler and ACE CLIPPER 
Undulated Staples. ACE tags faster, more comfortably, and it is 
built to last for years. ACE Staples hold tighter than any others; 
they are specially undulated for better gripping! Remember, no other 
stapler gives you faster, easier action than the famous ACE 
CLIPPER. It’s a handsome husky that fits comfortably in your hand 
...works smoothly...has wider jaws to fasten the most awkward 
shapes. The cost? Just $6.50 —imagine! 


Ask your ACE dealer to demonstrate the chrome-plated ACE 
CLIPPER Stapler...and ACE CLIPPER Undulated rust-proof 
Staples...today! (Then see the whole ACE line.) You'll see why more 
cleaners and laundries use ACE CLIPPER than any other fastener! 


ACE 700 


ACE FASTENER CORPORATION 


3415 North Ashland Avenue, Chicago 13, lilinois 


CANADA: / Canadian Staples Ltd., 6705 Upper Lachine Rd. Montreal: 258 Wallace Avenue, Toronto 
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FRONTIER STABILIZED PERCHLORETHYLENE 


pure cleaning power 


There is no safer cleaning fluid for any fabric than PerSec . . . the high-purity Perchior- 
ethylene made for the professional dry cleaner by FRONTIER. None more effective, 
either. Safe, hard-working PerSec helps you give your best performance, charge after 
charge. And its long-life stabilization protects your equipment from corrosion. For pure 
Cleaning power, your best buy is PerSec . . . in the bive plaid drum. Manufactured by 
Frontier Chemical Company, Wichita, Kansas. 


DORYCLEANING INDUSTRY SERVICEO BY R.R. STREET & CO. INC. 


FRONTIER CHEMICAL COMPANY 


division 
VULCAN MATERIALS COMPANY 
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the largest 70 pounder on 
the market today! ae 


BIG 18.84 


WwiTH 


CYLINDER! 


TAKE ADVANTAGE OF THIS SENSATIONAL UNIT! 
WRITE DEPT. NM-219 FOR MORE INFORMATION 
\ND SPECIFICATIONS. 


MANUFACTURING 
1313 


COMPANY 
inneapolis 3, Minn, 


AVAILABLE IN SINGLE AND TWO 
BATH — With a cylinder of 18.84 cubic 
feet, this machine has the largest “‘cube 
to clothes weight” ratio of any 70 Ib. 
machine on the market. The huge cylinder, 
42 inches in diameter, has large, efficient 
lifting ribs which assure superior mechan- 
ical washing action, 


BUILT LIKE A BATTLESHIP —Here is a 
machine made for enduring service—the 
washer shell with heavily-ribbed 5¢ inch 
thick steel back plate, and '4 inch thick 
front plate, with 3!4 inch diameter high 
tensile steel shaft and heavy duty Timken 
roller bearings—all this combined with 
skilled Vic engineering assures years and 
years of service. 


BUILT FOR MAXIMUM EFFICIENCY 
— During extraction, the cylinder develops 
a peripheral speed of 4510 feet per minute, 
a truly terrific speed which forces fast, 
safe, efficient extraction. A low center of 
gravity combined with high structural 
rigidity eliminates any problem of vibra- 
tion during extraction. 


Minimum clearance between cylinder 
and washer wall FORCES the clean sol- 
vent through the clothes instead of around 
the outside of the cylinder. Clean solvent 
comes in at the top of the washer and is 
diffused through the entire depth of the 
cylinder, going THROUGH the cylinder, 
THROUGH the clothes, and coming out 
at the very bottom of the washer, assuring 
a complete change of the solvent within 
the washer. There are 60 such COM- 
PLETE CHANGES every hour. 


WRITE DEPT. EM FREE 
TURE AND D SPECIFICATIONS 


ADJUSTABLE SOLVENT LEVEL CONTROL 
—An adjustable solvent level control permits 
any desired level to be maintained in the washer 
during the recirculation cycle. An additional 
safety level control operates automatically in 
case of anything going wrong, such as a clogged 
strainer screen. This safety level control shuts 
off the inlet valve, sounds an alarm and turns 
on a warning light 

All valves are also equipped with a fail-safe 
feature, which closes them automatically in 
case the air pressure should drop for any reason. 


OTHER IMPORTANT FEATURES The large 
size loading door, 19!/y inches in diameter, has 
clear glass window and simple mechanical lock, 
assuring positive gasket contact at all times. 
The fan goes on automatically, and the damper 
opens automatically whenever the door is 
opened. All operating controls are located in 
the front of machine for quick access. Large 4 
inch air-operated drain lines. Reversing drive. 
Positive action air-brake can bring extractor to 
complete stop in 10 seconds. 


NEW ELECTRICAL FEATURES — Ail electrical 
circuits protected by circuit breakers instead of 
fuses. This means that in case of a circuit failure 
the individual circuit breaker shuts off auto- 
matically, and shows the operator which circuit 
is out. As soon as the trouble is located and 
corrected, the switch may be turned back on. 
No need to check fuses, replace fuses, waste 
time. Circuit breakers are all on the front of the 
machine for easy access. 


DELUXE CONTROL PANEL—This panel, 
available at additional cost, is mounted directly 
above the standard control panel and consists of : 
Solvent temperature gauge (2 furnished on 
2-bath model) 
Solv ent storage tank level gauge (2 furnished 
on 2-bath model) 
Filter pressure gauge. 
Air pressure gauge. 
4 pilot lights (S on 2-bath model) 
One light shows when pump is on (two 
if 2-bath model) 
One light shows when unit is washing 
One light shows when unit is extracting 
One light goes on and buzzer sounds if 
air pressure is below operating level, 


you care—youl compare ard buy 


~ MANUFACTURING COMPANY 
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Let's Put Up or Else... ! 


Most sickening at the NID convention was not the coin-ops! 
It was the complete apathy shown abandonment of national 
advertising in The Saturday Evening Post. What the hell . . ? 

The appliance boys promise heavy consumer magazine ad- 
vertising about coin-op cleaning. Several allied trades firms 
manfully plug professional cleaning nationally. But the profes- 
sional drycleaner stays coyly wrapped in his inferiority complex 
like a white grub under the bark. 

Only 1,500 drycleaners, 20 percent of NID membership, 
supported the national program. So less than 5 percent of the 
professional cleaners in the United States were willing to share 
in national advertising directed at their own best interests. 

Now NID’s president has had to turn to the allied trades to 
seek even more cooperation by including uniform slogans and 
catch phrases in the national advertising to plug pro cleaning. 
The few nationally advertising firms are glad to do so. This in 
itself is wonderful, and we are indeed grateful. 

But does it make sense? Look at your profit-and-loss state- 
ment. Under productive labor, outside work rarely runs over | 
percent. Productive supplies average 9.39 percent; power plant 
1.74: building overhead is maybe 1 percent allied trades prod- 
ucts; machinery overhead is 4.88; delivery equipment 3.06; 
store expense 2.5; sales promotion supplies and services, about 
1.5; office expense, possibly 1.5. All comes to 29.5 percent. 

Cold, stark fact is that this big, fat, apathetic, lethargic, pari- 
sitical two-billion-dollar industry expects the allied trades, less 
than one-third its size, to carry the advertising ball. This isn't 
only craven—it’s downright unmoral! Like expecting the Gov- 
ernment to solve all your problems! 

There must be national advertising supported by the profes- 
sional drycleaner. The NID, whose fabrics testing and analysis 
departments command high respect in consumer circles, must 
have wholehearted support. 

Nationwide, sales promotion expenses average 3 percent. 
Sales counsellors always recommend five. If each plant in the 
country set aside just 1 percent of sales to national advertising, 
the kitty would be 20 (twenty) million dollars. Half that much 
could make the consumer sit up and listen to the pro. 

Half the plants in the industry is over 15,000. That ought 


to be the NID membership. From purely selfish reasons, plant- 
owners ought to join NID, without waiting to be asked, and 


join in promoting the status of professional drycleaning. 
Or was the last program the supreme test? Are there only 
1,500 truly professional drycleaners with guts and foresight? 


26 


Edward B. Wintersteen, Executive Manager 
William R. Palmer, Editor 


Lou Bellew, West Coast Editor 

Gerald Whitman, Associate Editor 
Harry Yeates, Associate Editor 

Galina Terr, Managing Editor 

Rollin Nelson, Presentation Editor 
Joseph C. McCabe, Engineering Editor 


Louise Mazza, Editorial Assistant 


John Mileham, Division Controller 

Thomas J. Hanly, Business Manager 

Frank L. Mack, Circulation Manager 

Walter H. Fredricks, Promotion and Research Manager 


Catherine A. Carroll, Production Manager 


Richard M. Copeland, General Advertising Manager 
Edward W. Korbel, Advertising Director 

Kenneth R. Harris, Midwestern Advertising Manager 
Joseph M. Boniecki, Midwestern Representative 
Hugh Hollyday, Los Angeles, Representative 

Dave Zander, Los Angeles, Representative 

William Smith, San Francisco, Representative 


VOLUME 52, NO. 5. 


Published monthly by the Magazine Publishing Di- 
vision, The Reuben H. D liey Corporation, 466 
Lexington Avenue, New York 17, N. Y. 


Curtiss E. Frank, Chairman of the Board; Hamilton B. Mitchell, 
President; Edward A. O'Rorke, Vice-President; Fred C. Ash, 
Secretory-Treasurer and General Counsel; Karl G. Clement, 
Controller. 


New York Executive, Editorial and Advertising Offices, 466 
Lexington Avenue, New York 17, N. Y. Telephone: ORegon 
9-4000. 


Chicago Editorial and Advertising Offices, 59 East Van 
Buren Street, Chicago 5, Iilinois. Telephone: WAbash 2-7738. 


West Coast Editorial Office, 4743 Collis Avenue, Los An- 
geles 32, California. Telephone: Clinton 7-4410. 


THE NATIONAL CLEANER 


f 
te 

? 
| 

i 
4 

a 

au 
oe 


bey fancy dress tops 
finish easily toa | 


like-new appearance . 


finisher 


Even fancy dress tops finish easily and like new on a Cindy Lou 
finisher. Handle like any ordinary garment—yet finish perfectly 
to a more natural look and feel without stretching or shining. 
Sweaters, blouses, jackets, sleeves and shoulders finish perfectly 
in the same easy way—and at less cost to you because you can do 
all this on one machine! The versatile Cindy Lou is the ideal 
machine for high-volume line or unit finishing. Takes up only two 
square feet of space—is easy to operate with simple pedal-lever 
control and has its own air supply. Why don’t you see or call your 
nearest UNITED dealer—or write us for information on how you 
can profit more with a Cindy Lou finisher! 


This is the CINDY LOU combination 
finishing machine. Cindy Lou is also 
available as a single unit for sweaters 


and sleeves. Write for FREE literature! CITED 
ANOTHER QUALITY PRODUCT FROM (ITE 
Department NL-5 


UNITED BRASS WORKS, INC. - Randleman, N.C., Phone 7610 
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VALVE MANUFACTURERS FOR OVER HALF A CENTURY 
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RCA WHIRLPOOL COIN-OPERATED DRYCLEANERS 
Products of 


CORPORATION 


Commercial Laundry & Drycleaning Equipment Div. 
Benton Harbor, Michigan 
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...and here’s the 
proven product 
(now in full production) an 
to help you capture it! @ 


Installation of electrical components near final 


production of the RCA WHIRLPOOL drycleaner. 


OIN-OPERATED DRYCLEANER 


Offers big opportunity for 
profitable business expansion 


Cleaning plant operators who watch the trends 
recognize that a whole new market is de- 
veloping in their field. It’s the coin-operated 
drycleaning business . . . originated with a 
hand on the public’s pulse . . . now offering 
big opportunities for profitable expansion. 
And here’s the product (proven by many 
actual installations, and now in full pro- 
duction) to help you capture your share of 
this promising new market: 

It’s the RCA WHIRLPOOL coin-operated dry- 
cleaner . . . housed in a compact cabinet, 
completely self-contained, and easy to operate. 
Customers simply load it, drop in a few coins 

. and, 50 minutes later, clothes come out 
clean and bright. It is easy to install and 


maintain; no water lines or other plumbing 
needed. Electricity alone operates both dry- 
cleaning and drying action. 

Important, too, the initial investment for 
an RCA WHIRLPOOL coin-operated drycleaning 
center can be surprisingly small. You may 
start with one unit . . . or a dozen; there are 
no minimum quantity or package require- 
ments .. . and they may be added to your 
existing store or installed in a new building. 

Sut now is the time to act . . . jump ahead 
of competition . shape your business to 
meet your community’s requirements 
and capitalize on this new volume and 
profit opportunity! 


Get in on the ground floor! Wire, ‘phone or 
send coupon... and a representative from 
our nation-wide factory force will give you 
all the details in person. 


FILL OUT COUPON... MAIL IT TODAY! 


Whirlpool Corporation 

Commercial Laundry & Drycleaning Equipment Div., 
Department 155 

Benton Harbor, Michigan 

C] Please send complete information on the new 
RCA WHIRLPOOL coin-operated drycleaner; 

CL) Have representative call in person. 
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Right: Sales manager Bill Woods, at addressograph 


trays. The 27-drawer cabinet at left holds supply of 


forms and supplies for routemen. These are immedi 


ately behind table shown below 


Below right: Telephone gir! has flip-over street guide 


at desk with each street labeled as to route number 


and regular pickup day and time of normal service 


Below: Routemen have well-lighted area for making 


out reports. Individual wall cabinets for 


adding machines galore 


supplies 


Everybody wins with this program 


Route training program cut costs 2%%, increases 
salesmen’s earnings 10%, sales 17%—in one year 


ROUTE TRAINING program 
boosted earnings 10 percent without 
commissions during the 
first year that plan was in effect at 
Sparkle Cleaners & Laundry, Bakers 
field, California. Hard work and at 


tention to detail in training route sales 


mcreasing 


men paid re il div ick nds 
In fact 


proportion to the 


‘Route costs are in direct 


effort 


control 


manadce 
them 
Ric hard 


Primarily a 


ment expends to 
states Sparkle $ operator, 
(“Stubby Newman 
drvcleanet he 1S equally well known 
in laundry circles. He spoke on “Route 
Selling” at the recent American Insti- 
tute of Laundering 


Philadelphia 


convention in 
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Mr. Newman has long seen need 
for dependable means by which his 
own plant could maintain complete 
control over route sales costs at all 
times 

With route cost near the breaking 
point in many plants, temptation 
grows to stress ¢ ash-and-carrv drive-in 
service as a substitute for routes 
Sparkle feels many accredited surveys 
have established that the housewife 
likes and wants even more at-the-door 
services. Therefore it seems more than 
ever advisable to build efficient route 
service to retain the present volume. 
addition to continuing 
proper promotion of elaborate drive-ir 
service at the plant for customers de- 


Chis is in 


By LOU BELLEW 


siring cash-and-carry savings and 
speed. 

Before routes could be improved, it 
was necessary to make an exhaustive 
study of the whole route picture. 
Then, with all the facts in mind 
Stubby sought to improve on every 
single detail across the board on the 
route procedure. The results fill 100 
pages of what was made into individ- 
ual booklets for each of the eight 
routemen. This is their “Route Sales 
Standard Procedure Manual.” 

The manual is based on the Armed 
Forces method of teaching “by the 
numbers,” leaving little or no oppor- 
tunity for the routeman to use his own 
judgment in any phase of regular 
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duties. It opens with explanation of 
the “chain of command,” lists com- 
pany objectives and policies. It covers 
pay scales, services, price lists, duties, 
and detailed instructions on procedure 
in daily activities. The many 
business forms are included, with de- 
tailed instructions for using each 

This Route-Sales Standard Proce 
dure Manual was only one part of the 
job. The upward spiral in selling and 
distribution costs of recent years came 
in for study. Fixed costs were up 
mainly because of outdated trucks 
Variable costs were up because of 


route 


higher commissions to routemen, who 
were either unwilling or unable to in- 
crease route sales on their own initia- 
tive. 

The old trucks are being progres- 
sively replaced by compact new light- 
weight vehicles that are less tiring to 
drive, park and maneuver, show better 
gas and oil mileage, lower insurance 
costs, license fees, depreciation, tires 
and repairs. 


Route chores made easy 


Variable costs halted in their up- 
ward spiral, thanks to the new proce- 
dure manual. This permits uniform 
training of all routemen. Efficient per- 
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formance permits them to make more 
calls in fewer hours. In addition man- 
agement has made certain there are 
fewer obstacles to hinder the route- 
man during his working day. 

e Truck Desks. Each truck has a 
built-in cabinet to hold all business 
forms and supplies needed. It serves 
as a work center for making out the 
tickets. It holds addressograph plates 
used to speed this part of the proce- 
dure. 

e Addressograph Plates. These are 
considered the very heart of the cus- 
tomer contro] system. On the routes 
the plates bear the route number, type 


of account (cash or charge), service 


day, and customer number, in addition 
to the customer’s name and address. 
The customer number is used for posi- 
tioning in the addressograph tray, and 
also for loading bundles and hangered 
orders into the truck in proper de- 
livery sequence. Each plate also shows 


Far left: Bundles from routes 
stored according to delivery date. 
Drycleaning bins above are iden- 
tified with chalk numbers and 
letters ... “5 P’’ means (Friday) 
afternoon. “6 A” is for delivery 
Saturday morning. Lower half of 
same bins are used same way 
for laundry bundles 


Left: Laundry is stored on five 
metal shelves. Drycleaning orders 
for same route hang from slick- 
rail above owner Stubby New- 
man's head 


Far left: Lightweight trucks are 
painted according to AIL recom- 
mendations “Sparkie” in 
bright red against a white back- 
ground 


Left: Sloping shelves of expanded 
metal hold laundry orders se- 
curely in place. Photo taken on 
route, without warning to route- 
man, shows excellent house- 
keeping habits 


52 “activity” squares for the routeman 
to check frequency of business from 
the account. The addressograph ma- 
chine automatically places a dot in the 
appropriate weekly square at the time 
the ticket is made out for that account. 
An adhesive label on the back of the 
plate is used by the routeman for any 
pertinent remarks regarding the ac- 
count. Orders are placed in colored 
bags keyed to the requested service. 
e Unloading Soiled Bundles. Inside 
the plant the soiled bundles are stored 
in hoppers according to the day they 
are promised for delivery. This has 
smoothed out the workflow through 
the production departments and en- 
couraged many customers to send 
work twice each week because of the 
dependability of delivery. 

e Finished Route Orders. The route 
rack area is planned to hold the next 
day’s deliveries of both laundry and 
drycleaning orders. Bins for the laun- 
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Routemen increase sales 


continued 


Big canopy protects four lanes of traffic. Hampers and pickup bags 


are stationed at both sides of canopy for “instant” service 


dry orders are in parallel rows with 
the open sides all facing one way 
Drvcleaning orders are hung along the 
back of the adjoining bin, facing the 
This he Ips 


orderly loading of the truck in prope 


route’s laundry bundles 
stop sequence It reduces the con 
fusion of two routemen trving to load 
up in the same small ais space 

e Work Table for Driver's Paperwork 
Nonproductive bookkeeping and 
check-in duties of routemen are kept 
to a minimum through provision of 
plenty of space. To preclude the usual 
rush of several routemen to get to an 
adding machine. four adding machines 
are made available for eight routemen 
Mir. Newman does not feel a routeman 
who has put ina long dav outside 
should be forced to hang around the 
route room for lack of equipment. Be- 
sides, promptness and efficiency in the 
route room encourage a similar atti 
tude on the routes 

W ill « 


] 


long work 


holds each work place 
supplies of settlement sheets, all types 
of tickets. et A steel cabinet with 27 
bins contains supplic s of all the various 
business forms used by the routemen 

lav s business 
travs are also 

ibinets 

© Interd partment 
\lessages 
emp! ver ol 


whe re 


Addre ssograph 


stored in dustfree steel 


Communications 
between management and 
between departments 
repli s ire needed ire handled 
in such a manner that both question 
ind answer can be recorded for future 
misunderstand 


kept at 


mgs are 
Pripl cops forms 
sheet for both 


have space ich 


question al d answer 

Top ot the sheet is for the sender's 
question. He retains one copy as re¢ 
ord that he asked the question. The 
original sheet and a copy are for 
warded to the second party who 
writes his answer on the original sheet 


le low the 


the copy showing both question and 


question He then retains 
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answer, and sends the original back to 
Thus both parties have a 
copy of question and answer for future 


the sender 


reference 

The form is also used for communi 
cation between management and out 
side concerns doing reweaving, hats 
leather work ave mg, et 
@ Phone Calls 
the plant at noon to drop off soiled 


Routemen all stop at 
bundles, pick up delivery work, and 
check for messages. The telephone op- 
erator has a Hip ver street guide for 
each route. Each card shows the route 
number and the time and day that the 
routeman is in the area. Customers 
are told the 


asked if that dav will be convenient 


regular pickup day and 


In most cases it saves routemen from 
making special trips 
rhe routemen all call in before 1 

turning to the plant at noon and ev: 
ning. This enables the phone girl to 
pass on pickup messages from. their 
immediate areas that c: be caught 
on the way it 

Truck Neatness: Trucks must b 
kept spotless. All hangers and litter 


must be removed each eve ning so the 


truck is clean for the next dav Spec ial 
] 


laundry bins with expanded meta 
shelves on a tubular steel frame make 
cleaning upa simple job The holes 
the metal shelves prevent the col- 
lection of dust 
vent the 
turns 

@ Motivation of Routemen A neat 


essential 


Sloping shelves pre 


orders from. sliding off on 


Routemen 
tailored 


jackets and trousers of 


appearance is 
wear white shirts and red tic 
1S¢ nhowet 
hunter green. Caps are optional. Being 
well dressed adds to their confident 


potse 


Meetings every morning 


Procedure 


Standard 


MmSurance the 


The Sales 
Manual IS 
know their jobs. But memories are 
often short 


routemen 


Therefore all routemen 


assemble each morning with their 
manuals, for a short sales meeting un- 
der guidance of the route manager. 
This is handled as a briefing on the 
“problem of the day.” In this mannet 
the manual’s contents are recalled con- 
stantly to mind. 

According to Stubby, a man who 
performs a job solely from fear of get- 
ting fired will find lots of ways to cut 
corners. For a proper attitude he feels 
an employee needs to understand his 
work, like his work, and desire to 
perform his duties in the manner you 
suggest. The training manual has been 
a big factor in accomplishing this end, 
long with frequent sales promotions 
and contests. 

Promotions and contests are spaced 
apart enough so as not to become bor- 
ing to either routemen or regular Ccus- 
tomers and prospects. They are of 
short duration with no contest lasting 
over four weeks, and preferably only 
three 
paid out daily 


Prizes varv in value and are 
Sometimes the daily 
prizes are combined to also produce 
They are 
not only to increase the routemen’s 


weekly winners intended 
earning power, but to add new inter- 
est to the dav’s routine. 

All routemen have more customer 
plates in their 
than they can possibly contact in any 


addressograph — trays 
normal day. The casual and will-call 
customers are an important part of the 
brsiness, but simce they protess no 
need of regular service the routeman 
is not urged to make a nuisance of 
himself with frequent regular calls 
But specials provide an excuse for 
extra calls that often develop these 
occasionals into regular customers 
Understandably, the 
Sparkle svstem took time to develop 
About three vears of time and effort 
were spent devising ways and means 
to enable the routeman to make more 
calls during his work dav. An enor- 


present 


mous amount of work went into com- 
piling the route manual alone. The 
complete route training program has 
been in effect just about a vear, and 
shows promise of even greater savings 
to come 

To date, without any price increase 
route sales have increased exactly 17 
percent. This reflects a work proce- 
dure that allows routemen to make 
more calls per day. Meanwhile, total 
route costs have been reduced 21% 
including evervthing but su- 
Greater 


percent 
pervisory salaries ) Savings 
are expected as soon as the entire fleet 
is composed of the lighter weight 
trucks. During this same period, with 
no increase in commission rate, the 
routemen’s average earnings have in- 
creased slightly over 10 percent. #7 2 
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Minimum Down Payment Plan 


Under the terms of the \@®®) minimum 
payment and conditional sales contract 
plan, you can own your drycleaning and 
pressing equipment free and clear in from 
one to five years. Equipment is delivered 
and installed on receipt of a smal! down 
payment. 


PRESS 


SNIFFER yet 


2 Complete Leasing Plan 


Here’s a leasing plan that enables you to 
obtain any or all equipment needed—no 
down payment — long term lease — full 
ownership available. 


New HOFFMAN 
Finance Plan lets you keep 3 


Lease Plan—6 Months Free 


your cash when you need it most! A 30 month lease plan during which you 


have unrestricted use of the complete dry 
cleaning unit. You need not make any pay- 
ments for the first six months. You have 
4 the option to purchase the equipment at 
any time during the term of the lease. 


HOFFMAN INTERNATIONAL CORP. 

107 FOURTH AVENUE, NEW YORK 3, N.Y. 
Gentlemen 

| am interested in illustrated literature and infor- 


mation on the Hoffman 
NOW — Hoffman, the most 
PRESS SHIRT FINISHER JET IGEA 


MATADOR [”] SNIFFER ["] WASHER [7] TOPPER ( trusted name in pressing and drycleaning equipment gives 


CONVEYOR VAPOSAVER (_) FINANCE PLAN you the opportunity to obtain the most modern machinery 


NAME on credit. Only Hoffman offers these three easy term plans 


ADDRESS to meet your modernization needs. 


CITY STATE 
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compact 


Compact in size... Compact in price...but BIG in performance! 


Somewhere, somebody spread the idea that an 
efficient dry cleaning unit could not be made in a 
size smaller than those already on the market. And 
many in the industry believed it. The new Hoffman 
Matador 35 is proof that it can be done without 
sacrificing performance for size. 


BIG PERFORMANCE IN SMALL SPACE 

The most efficient, the most compact unit in dry 
cleaning history, the Hoffman Matador gives the 
finest results in one-half to one-third the space re- 
quired by larger, costly machines, You get big per- 
formance in a small area with plenty of room for 
the operator. 


e SAVES LABOR—Operation of the new Matador 35 
is simplicity itself. One valve controls the entire 
cycle from filling and dumping to extraction. An 
automatic tank sweep—the same system used in 
the famous Hoffman Jet-—keeps the base tank of 
the machine free of sludge, the solvent free of 
odors. You never have to clean the muck by hand. 


© SAVES MONEY—NoO air compressor needed. The 
Matador comes complete with solvent piping and 


1961 


a Marlow pump—the pump that makes job after 
job easier. 


ADDITIONAL ADVANTAGES 

® FAST, EFFICIENT (605 RPM) EXTRACTION @ SINGLE 
BATH ® FULLY AUTOMATIC ® FULL 35 POUND CAPACITY 
STAINLESS STEEL CYLINDER Write for the facts. 


HOFFMAN 
INTERNATIONAL CORP. 


107 Fourth Avenue, New York 3, N.Y. 


HOFFMAN INTERNATIONAL CORP. 
107 FOURTH AVENUE, NEW YORK 3, N.Y. DEPT. NC-2 


Gentlemen: 
Without cost or obligation, please send information 


on the most compact unit in dry cleaning history—the 
Hoffman Matador 35. 


ADDRESS 


STATE 


) 

) 

NAM 
) 

) 
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Forward Control Chassis with Custom Body ¥ 


RWHIPPED? 
TSBATTE 


Step-Van7 A Corvan 
| Ro 
| — 
| 
Step-Van 


TIGHTWADS! 


(They know how to hang on to your delivery dollars) 


You'll find that any Chevy delivery panel is a tightwad to the core. A born nickel-nurser with 
famous 6-cylinder power that never stops nipping at fuel and maintenance expense; a tough 
pennypincher that stays on the job with fewer repairs. And Chevrolet gives you a /ot of these 
thrifty panels to choose from—18 models in all, including Corvans, Step-Vans, Step-Van 7’s, 
conventional panels and Forward Control chassis models. Below are some of the details on each 
basic type. For the full story on the one model that best suits your job, see your Chevrolet dealer! 


NEW CHEVROLET STEP-VAN 7. It’s route-ready, roomy 
and rugged —just right to hold down costs on hustling 
door-to-door deliveries. With its ideal size, reserve of 
economical power, rugged build and velvet-smooth 
ride, the Step-Van 7 offers profit-producing efficiency 
that’s unmatched by any other truck of its type. You 
get 211 cubic feet of load space, astride an easy- 
handling 102-inch wheelbase, powered by the famous 
gas-saving 135-hp. Thriftmaster 6. And this ideal 
combination of working ability and thrift teams up 
with Chevrolet’s road-smoothing Independent Front 
Suspension—an advancement that saves truck wear, 
reduces maintenance, cargo damage and driver fatigue. 


CONVENTIONAL PANEL. Here's big payload capacity 
plus tough-truck build—everything it takes to do a 
better day’s work more economically. These are king- 
sized panels, with up to 231 cubic feet of cargo space 
(and they’ll carry loads as heavy as 3,000 lbs.). Bodies 
go up to 10! feet in length and G.V.W.’s go up to 
7,800 lbs. They’re easy-working panels, too. Low 
floor height makes loading a snap; high, wide rear 
doors, equipped with telescoping door checks, help 
you pile in roof-high loads with minimum effort. And 
there are all the benefits of Chevrolet truck Independ- 
ent Front Suspension, plus the work-proved economy 
of the famous 135-hp. Thriftmaster 6 engine. 
Husky, power-packed Trademaster V8 is optional 
at extra cost.) 


CORVAIR 95 CORVAN. It’s Chevy’s new rear-engine 
wonder; a truck that puts a new kind of efficiency on 
any delivery job it tackles. The nimble 95-inch wheel- 
base makes maneuvering a breeze; and thanks to 
4-wheel independent suspension, bumps have never 


been less bothersome. There’s a big 1,800-lb. payload 
rating and a spacious 191-cubic-foot load area, double- 
walled for strength. Handling’s uniformly good loaded 
or empty —thanks to nearly 50-50 weight distribution. 
Extra loading ease stems from low loading heights, 
wide-opening rear and side doors (left-hand double 
side doors optional at extra cost). And the rear- 
mounted air-cooled Turbo-Air 6 keeps you ahead on 
fuel and maintenance costs. 


CHEVROLET STEP-VAN. Sure-fire savers on grueling 
stop-and-go grinds that call for big loads and walk-in 
convenience. Choose from six spacious models—each 
one ready for rugged routes with a durable body and 
tough Forward Control chassis, supplied by Chevrolet 
as one complete unit. Bodies come in 8-, 10- or 12-foot 
lengths. G.V.W.’s range from 5,600 lbs. all the way up 
to 10,000 lbs. Loading and unloading is quick .and 
easy, thanks to big, wide doors and a load compart- 
ment that’s lined throughout with smooth steel panels. 
The roomy interior is fully protected by insulated, 
watertight body construction. 


CHEVROLET FORWARD CONTROL CHASSIS. With Chevy's 
brand of power and durability, it’s a work-proved 
basis for bigger profits when combined with the 
special body of your choice. Chassis are available in 
seven different models with G.V.W.’s ranging from 
5,400 to 10,000 lbs. and wheelbases of 102, 104, 125 
and 137 inches. Fitted out with 7-, 8-, 10- or 12-foot 
bodies, these Chevies suit many multi-stop operations. 
It’s more evidence that your Chevrolet dealer has all 
the best answers to all of your delivery truck needs— 
so see him soon! . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 
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COIN-OP 
FLIP-FLOP 


Implications of the new 
solvent; and more... 


FOR NEARLY A YEAR rumors have 
eddied through the more sophisticated 
areas of the industry concerning an 
possibly 
new equipment to go with it. Denials 


were as thick as the rumors. By con 


entirely new solvent, and 


vention time last February the consen- 
sus appeared to be that the rumors 
stemmed from the precharged perk 
being used in some of the coin-op 
drycleaning installations 

The air was cleared April 6 when 


be confined to the new products sec- 
tion. 

First, its reported properties: 

1. It's nonflammable, like perk. 

2. It is much, much more volatile 
than perk 

3. Therefore drving time is mere- 
ly a matter of a minute or two. 

4. A low boiling point permits dry- 
ing at room temperatures. 

5. The odor is less objectionable 


than for perk. 


7. Tendency to bleed dyes and siz- 
ings is much less, and polystyrene is 
safe in this solvent. It is also reported 
to remove less water repellents than 
present solvents. It also is corrosive to 
fewer metals, harmless to plastics used 
in fabrication. 

8. Valclene is a fluorocarbon. This 
means the basic molecule has fluorine 
atoms hooked to the carbon instead 
of the chlorine atoms making up perk. 
However, perchlorethylene is a stand- 
ard molecule. This fluorocarbon is a 
complex, but very stable, molecule. 
It has been identified with Freon. 
However, Freon is a copyrighted trade 
name for a whole range of fluorocar- 
bons as diversified as the alcohols. 
This product has only casual resem- 
blance to the familiar refrigerant 
(which in itself comes in 20 different 
formulations ) . 

9. Complexity of the molecule has 
permitted building in both a deter- 
gent quality and something to leave 
fabric with a soft “hand.” It is said 
some presently used detergents can be 


used with Valclene, or it can be used 
alone. We suspect new detergents will 
also be designed for it. So much for 
the specs. Key point is that the vola- 


6. It is five times as safe, health 
authorities allowing a concentration 
in the air of 1,000 parts per million, 
against 200 p.p.m. for perk. 


Du Pont unveiled its new Valclene 
solvent 
for the entire drycleaning industry 
that cannot be treated lightly 


This product has implications 


cannot 


.. . fragments of the coin-op picture 
Half-Price for Unfinished Work 


ging represent half the cost of producing profession- 
ally finished and packaged work in these plants. 
Therefore the price cut must be coming out of their 
hides. 


“Some drycleaners are actually trying to compete 
against coin-operated drycleaning by cutting their 
prices,’ reported NID’s director of public relations, 
Bill Browne, at the Philadelphia convention. ‘This, 
ladies and gentlemen, |S suicide. As long as you pro- 
vide costly services like marking, sorting, spotting, 
finishing, bagging, storage and delivery, you are NOT 
in position to undersell the machine that provides 
only drycleaning. You've got to compete on some 
other basis than price. . . . You can compete. The 
only competitive tool you've lost is price.”’ 

The above quote is brought into focus by news that 
cleaners in a Southern city have severally presented 
the public with an offer to clean and spot, but not 
finish or bag, all garments at approximately half- 
price. One of these plants, moderate-sized, reports a 
volume of around $200 weekly in this ‘‘special’’ dur- 
ing Palm Sunday week. Regular volume has not been 
affected by the special. 

This half-price special was of course incited by the 
opening of a drycleaning coin-op in the city. The coin- 
op is reported growing rapidly in acceptance in face 
of this direct competition. So the major thing accom- 
plished so far is the uncovering of a considerable 
market for cheap cleaning, hitherto untouched. 

Meanwhile, we cannot feel that finishing and bag- 


* 


Who're You A’hittin’? 

‘“‘Now, there's another aspect of coin-ops which con- 
cerns my department of public relations,’’ stated 
William L. Browne at the NID convention. ‘‘Here’s an 
advertisement from a newspaper in Effingham, Illinois 
(where an early pilot coin-op is reported doing very 
well). It says, ‘Ordinary drycleaning methods some- 
times leave a gassy smell, so you have to air things 
out before wearing them.’ | am not aware that this 
is true. If it is, it is far from typical. Calling attention 
to it is certainly no favor to the drycleaner! NID will 
exert whatever influence we can to keep promotion on 
a positive plane, so that drycleaning itself is not made 
to look bad. 

“This is a fundamental part of our public relations 
program—to portray drycleaning as beneficial, which, 
of course, it is. But this ad copy is deliberately de- 
signed to make people distrustful of it. 

“And at the same time that it hurts drycleaning to 
have coin-ops say that drycleaning is objectionable, 


Continued on page 40 
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NEW SUPER-KARB 


New Super-Karb*—Pennsalt's super-adsorptive activated 
carbon—gives you a new high in solvent purity control. 
Super-Karb’s removal of soluble dyes and fatty acids is far 
better than any standard grade activated carbon . . . better 
even than premium carbons. Here are the reasons: 
Super-Karb’s superiority in action stems from the ma- 
terial it’s made of—nut shells. Why nut shells? They 
are harder than any other material used for activated 
carbon. This makes possible more accurately controlled 
“activation”. Activation is the creation within the 
tiny carbon particles of measured “pores” or “chan- 
nels’”’ which trap molecules of soluble impurities. This 
gives Super-Karb: 
® increased porosity——- greater internal surface area for 
trapping dye and fatty acid molecules 

controlled pore sizes 


cules can’t escape 


trapped dye and fatty acid mole- 


* uniform particle size-— even distribution on the filter 


e up to 50% greater hardness— assures more effective 
adsorption (trapping of impurities) . . . no crumbling 


or powdering 
That's why Super-Karb gives you: 


* Unmatched dye removal! — fast removal of built-up color 
from dyes ... and continuing control that prevents fur- 
ther build-up. Laboratory tests and field tests under 
actual operating conditions have proved this unqualified 
superiority of Super-Karb. 


© Outstanding free fatty acid removal 


For better cleaning that keeps customers happy, keep 
your solvent clean with new Super-Karb. A thorough 
test in your plant will prove its worth to you. Call your 
Pennsalt distributor today. 


Laundry and Dry Cleaning Dept. 
PENNSALT CHEMICALS CORPORATION 


East: Three Penn Center, Philadelphia 2, Pa. 
West: 2700 S. Eastern Ave., Los Angeles 22, Calif. 


*Super-Karb is a trade-mark of Pennsalt Chemicals Corp. 


MAY, 1961 


: 
ty 
al ®, \ 
Cc | 
: 
4 ise 
nee 
“4 
é 
39 


Coin-op flip-flop —continued 


tility of the solvent permits a cleaning 
dry-to-dry, of 14 minutes 
This one fact mav change the entire 


evel 


coin-op picture. One coin-op unit us- 
ing this solvent produces three times 
is much work in the same time as a 
unit using perk. This means the coin- 
op needs only one third aus many ma- 
chines in a viven location. The cus- 


tomer need wait only one-third as 
long for the job 

Estimates on cost for equipment to 
handle this solvent run 60 percent 
$3,800 ver- 
Cost of the solvent itself 
hus if 
volume of business utilizes the much 
higher capacity of the new unit and 
solvent, the net cost per pound 
hour will be actually less than for the 
pe rk unit 

It is quite probable that perk and 
Valelene installations will prosper al- 


more than current cost 
sus $2,300 


is quoted at $8 per gallon 


most side by side—one in a low-vol- 


ume area, the other in high-volum« 


sectors 

If the available market for coin op 
equipment is sliced by appearance ot 
the new fast solvent. it can be won 
dered whether some of the appliance 
people may lose interest in coin-op 
drvcleaning! 

The consensus so far is that there is 
at present litthke market for the new 


solvent in the commercial drvcleaning 


plant. It is not practical to throw out 
equipment already partly paid for, o1 
even depreciated out, just to obtain 
the faster cycle, when most cleaning 
rooms do not run full time, anyhow 

By the time new equipment appears 
on the market, some of it may move 
into completely new commercial clean- 
ng rooms 

The equipment picture is still unde: 
wraps at the time of writing. Vic Ma 
chine initiated the original process 
utilizing this solvent. They in turn 
have leased the master franchise to 
RCA-Whirlpool. It is understood that 
the franchise provides that subleases 
granted to all legitimate 
manufacturers desirous of using the 


must be 


process 

It is understood that this solvent 
can be used in a system using all ma 
chinery components already existing 
in the industry; namely, washer-extrac 
tor-drier, solvent reclaimer, filter and 
storage tank equipment 
could be adapted by extensive modifi- 
cation, though it would probably be 
heaper to buy new 

Rumor has it that there is or is be- 
ing developed a “flash” still to replace 
the filter. This seems difficult to visual- 
ize. It would be equivalent to placing 


Existing 


the entire cleaning-clarification system 
in a giant air conditioner, with all the 
problems attendant to the heat and 


cold produced on opposite sides of the 
system. It would seem that the shee 
size of such a system would negate 


much of the space saved. 
But we shall see, when the othe: 
shoe is dropped! 
Reporters and 


people 
have been treated to a beautiful col- 
ored movie showing a pilot unit of a 
coin-op converted to Valclene. In the 


machinery 


movie, gold pigment prints were F 
cleaned with dirty suede jackets, 
black wool dresses, white angora 


blankets. All came clean, unharmed, 

lintless and unwrinkled. Stain-loaded ‘ 
swatches were cleared of their spots. 

It was impressive! 


The next act begins when some dry- 
cleaners get their hands on the stuff! 


Some Coin-Op 
Cost Figures 


The following coin-op cost figures 
were submitted to the Tri-State con- 
vention held at White Sulphu 
Springs, West Virginia, April 10-13, 
by George Klinefelter, Jr., of the Elite 
Services in Baltimore, Maryland. They 
involve an installation of four units in 
a store 15 feet wide and 35 feet deep 


adjacent to an 
Continued on page 60 


This is immediately 


ontinued 
it hurts us, too, to have the professional drycleaners 
fighting the coin-ops by buying advertising which 
warns the public against using the coin-ops, [the 
kind] which attacks them as worthless. No matter 
how strongly you may feel this is true, you'll be made 
to look ridiculous to those people who find the coin- 
ops satisfy a need. And there are bound to be such 
people 

“Keep your advertising always positive, affirmative. 
Talk about the services you do well—not about how 
bad the other fellow's service is. Negative advertis- 
ing always has a way of boomeranging and hurting 
the advertiser. 


Fragms nts of the pi ture—< 
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Last Report on Webb's 


Webb's Laundry & Cleaning Village, Wilmington, 
Delaware, with 16 coin-op units, did 180 loads on 
Palm Sunday, 179 on Easter Monday, is now averag- 
ing between 150 and 160 per day. Easter week the 
coin-op did more poundage than Webb's commercial 
plant, and the latter is the biggest drycleaning plant 
in the city of Wilmington! 

Larry Webb does not believe volume in the big 
plant was hurt any, though he admits rumors that 
some other plants in the area have felt the impact 
of the coin-op 


The curiosity seekers have thinned out. The vast 
majority of coin-op customers now come from the 
neighborhood. Sometimes they wait two hours to get 
a machine. The phone calls begging for scheduled 
appointments are increasing. The heavy-run hours 
have stretched out from 9:30 to 4:00, both ways to 
8:15 a.m. up to 5:30 p.m. The run on drycleaning is 
heavier than on the laundry coin-ops even counting 
the longer cycle. 

Repeats are heavy. This can be observed by the 
number of customers needing no instruction in pre- 
spotting or loading. Also customers are teaching each 
other more. This is fortunate because the attendant 
is busier with the full-service call-office counter, where 
volume in cleaning and laundry is now over $200 a 
week. 

Customers are bringing in everything, reports Mr. 
Webb. You can’t categorize the work. 

With high volume, aeration of the filters hasn't 
been enough to keep pressure down over a day's 
usage. The coin-op filter is being backwashed every 
morning and started with a fresh precoat, then aerat- 
ed once in the middle of the afternoon. 

Mr. Webb's final comment: Easter week we did the 
Same poundage with three employees in coin-op that 
took 17 in the plant. On the other hand, Webb's will 
have coin-op competition soon. Then ‘‘we start the 
new phase,”’ says Larry. ‘‘Who knows?” 
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AJAX HOUSEHOLD and 
DRAPERY PRESSES... 


AJAX has the Right Press... —_——| 


for every Job! 


A reol workhorse thot finishes 
oll types and sizes of draperies os 
well as fancy lounderable flat 
pieces. Huge buck areca allows two 
operators fo achieve tremendous 
production. lt is equipped with hot 
heads, lower steam ond vacuum, 
vorioble pressure ond duc! sofety 


The versatile one-operator unit for 
plants of all sizes. Equipped with 
hot heads, lower steam and vac- 
vem, ond dual oir pressure con- 
trols. Hard-te-do household and 
drapery items-are finished quickly 
and easily. Get your share of [MODEL 2480 POPULAR 
profits from this growing field, by a =, ; OF AUL SIZES 
supplying @ fast quality service. 4 
Additional mode! sizes availcble 


on request, 


it's just good busi- 
ness to see what an AJAX House- 
hold Press can do for you . . . for 
complete and detailed information, 
address your inquiries to... AJAX 
Presses, Box 449, Solt Loke City, 


ound-Up Household Profits with .. ._ 
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New additive in Klean plas increased filtering speed means 
cleaning in constantly pure solvent. 


Adco's Miracle Method consists of Triple X Dri-Sheen for petroleum or Perk Sheen for per- 
chlorethylene, plus Sizing in the Wheel. New improved Klean makes Adco’s Miracle Method 
of cleaning absolute Drycleaning perfection! 


New improved Klean will help you as a drycleaner to remove 332% more color from your 
solvent and at the same time give you 17% greater removal of non-volatiles and fatty acids. 

filt which the new Klean now possesses enables you to use 
Klean in quantity yet re t filter pressure. Drycleaners 
everywhere can now control the condition of their solvent without distillation, loss of soap 
or Sizing and with no fear of filter pressure. 


Aden helps you merchandise 


this quality cleaning to your customers by 4 Outstanding Merchandising Programs. Contact 
one of our 65 trained drycleaning technicians to first install the Miracle Method on a Guar- 
anteed Basis with nothing invested until you are satisfied and prove through the use of 
swatch tests that the Miracle Method produces the absolute tops in drycleaning. Adco 
furnishes you with merchandising aids to help you build your business on a profitable basis. 


the Chiginaloes of 


/ i MANUFACTURING CHEMISTS SINCE 1908 


/ ADCO INC., SEDALIA, MO., U.S.A. 
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“Little leaks sink 
little cleaners!”’ 


comments Louis Nestler, who 
insists the small plant must also 
be a tight operation, even if it 
can’t afford big-plant methods 


By WILLIAM R. PALMER 
“WHY DON’T YOU WRITE about 


small drycleaners?” Well, like Louis 
B. Nestler in Atchison, Kansas, by the 
time a little guy proves he’s really on 
the ball, he’s not likely to be so little 
any more! 

Not many years back, Mr. Nestler 
reports, it was truly a hardship for 
him to cut his drycleaning cycle back 
to 30 minutes. Didn’t leave him 
time enough to dash out and rustle 
a few orders while the washer churned 
away. 

Now Nestler Cleaners has a full- 
time man for cleaning and spotting, 
and four women employees, in addi- 
tion to Mr. and Mrs. Nestler. Most 
of the volume is cash-and-carry but 
Mr. Nestler still slips out to handle 
call-and-deliver for a few special 
customers. This is partly because they 
are good business, partly because he 
plain likes people. 

Nestler’s operation is conventional 
in method, meticulous in performance, 
clean and orderly to a degree seldom 
found in small plants. The story at 
Nestler’s is the many ingenious steps 
taken to organize the plant within the 
limits of a small operation. 

For instance, posting advertising 
cards and streamers always presented 
a problem of tack holes and tearing, 
or adhesives and smudging. The solu- 
tion was to suspend thin steel plates 
at strategic points. Posters are secured 
to these with as many smal] magnets 
as are necessary. In Fig. 1, Louis 
Nestler folds back a streamer to show 
the steel plate behind it. 

Package advertising is obtained by 
putting dust capes over garments 
(Fig. 2) before drawing on the plastic 
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THE WORLD’S FINEST 


MODEL 37M30 GAS FIRED DRYER 


GAS FIRED DRYER DEPENDABLE PERFORMANCE 
HIGH PERFORMANCE — | Listed — Tested — Certified 


DRYING EFFICIENCY — « 
Leader of quality standards, yet is 


Quiet geor transmis- competitively priced. 50-lb. dry 
weight capacity. Features drop- 
50-lb. dry weight capacity — Coin 
metered or timer controlled. 


25 POUND 
WASHER-EXTRACTOR 


(3)sic LOADS IN ONE WASHER 


AQUA-SURGE REVERSING 
WASH ACTION 


Attract all customers, provide “profes- 
sional” type laundering for all wash loads. 


PLUMBING ELECTRICAL 
PACKAGE Cook loundry equipment is listed, tested, and certified 
and/or approved by more recognized laboratories than 
CONVENIENT, FAST INSTALLATION any other equipment manufactured. 
FOR UTILITIES 
ALL METAL — stainless steel top, steel side ; ( 
panels. Extra-heavy soil pipe, copper water ~ For illustrated brochure and name 
lines, dual electrical circuit breakers. of nearest distributor, write — 
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Little leaks —continu d 


bags. All advertising is on the cape 
rather than the bag. M1 Nestler’s 
theory is that most people now have 
hooks or bars in their cars to hang 
garments on. So advertising on the 
capes is up where it can be seen 
through the car window, whereas ad 
vertising on the body of a garment 
bag is too low to be seen 

If there are several hangers in an 
order, they are banded together and 
the cape placed on the first hanger 
only. “First” hanger is the one at the 
right when the hooks are opening 
away trom you. Since garments are 
usually hung on the driver's side of a 
car, the odds are the cape will be hung 
to the outside 

When Mr. Nestler first took over 
his prese nt building it was blanke d off 
with partitions. He immediately tore 
them all down opening the whole 
plant to public view and simplifying 
his layout problems. The marking 
table, which is up front, and the raw 
end of double storage racks are con- 
cealed by duplicate screens with low 
rounded tops Fig. 3 These serve 
their concealment chores without 
blocking the view of the plant. Also. 
since they are staggered, they don't 
combine in the effect of a partition 

A tier of packaged hats is displayed 
in front of the marking table. while a 
sweater bar stands at the head of the 
storage racks, 

The sewing department went up 
against the front window. This was 
chiefly because the counter extends 
from the window into the store. This 
provides a traffic-free space behind 
the counter next to the window. It 
frees another 10 square feet in the 
production area 

Location here of the sewing ma- 


chine also provides work, in addition 
to marking, for the person tending the 
counter. All machine sewing and paid 
repairs are brought up front. Hand 
sewing, mostly free repairs, is done 


while garments remain on the hangers 


back at the inspection station. 

Paid repairs amounted to very 
little until the machine was placed in 
the window. Now. with no advertis- 
ing or solicitation, paid repair business 
runs several dollars worth per day. 
Although drycleaning started in tailor 
shops, Mr. Nestler concludes, the pub- 
lic now doesn’t seem to even think to 
ask a drycleaner if he repairs gar- 
ments. 


It's no more a mom-n-pop plant 


The view of plant equipment is 
now somewhat obscured by added 
racks. But when the plant was com- 
pletely remodeled a few years back, 
the sight of equipment intrigued many 
customers, who were invited to come 
on back for a closer look. This interest 
was stimulated by a full-page ad Mr. 
Nestler ran in the paper when re- 
modeling was completed. 


An 8-by-914-inch picture of the en- 
tire spotting, finishing and inspection 
area was the feature of this ad. All 
personnel were shown at their sta- 
tions. Large white numerals at each 
station were keyed to brief descrip- 
tions, under the picture, of each unit 
and its function. Names of the em- 
ployees were included in the captions, 
because they were all widely ac- 
quainted in this small city. 

This ad, a more efficient layout 
and a new modern store front helped 
start a surge in volume for Nestler 
Cleaners. One year after the ad ap- 
peared volume was consistently run- 
ning 50 percent ahead of the previous 
year. 

Louis Nestler feels this justifies his 
rather sizable investment (for a small 
cleaner) in new equipment and re- 
modeling. He contends that it’s the 
many little leaks that sink a little 
cleaner. The danger point is when the 
volume gets too much for mom-n-pop 
to handle, yet there is neither room 
nor equipment for more employees to 
work efficiently. Then “little leaks” 
pop out at every joint of the opera- 
tion. 

There always comes a time, Mr 
Nestler contends, when every little 
drycleaner who is growing must make 
the big jump from one-man to boss- 
and-employee operation. Installing 
equipment piecemeal, as he started 
doing, involves a turmoil of shifting 
and reshifting. So he made the big 
jump, and was prepared to have to 
grow into his new capacity over at 
least a three-year period. Instead, the 
single vear did it. 

Now he knows he was too cautious! 
He should have included a pants top- 
per along with the other new equip- 
ment installed. His setup now in- 
cludes steam spotting board, drying 
cabinet, legger, coat steamer, sleeve 
steamer, big utility press, steam finish- 
ing board and iron, and a set of four 
puffers. 

Using every corner of the premises 
incurred the problem of dead-air hot 
pockets in the south end of the finish- 
ing room. The big windows had four 
rows of panes, of which the second 
and third rows could be dropped in- 
ward for ventilation. This passed the 
moving air above some of the equip- 
ment, giving little relief to their 
operators. 

Mr. Nestler replaced the bottom 
panes in each window with two 
closely fitted sheets of galvanized 
metal. These slide in grooves at top 
and bottom. When pushed open the 

Continued on page 60 
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“THE 
CUT OUR 
PERC 
CONSUMPTION 


Says Louis Selber, Chase Dyeing and Cleaning, Freeport, New York 


Mr. Selber says, “I have never made an investment that gives me a greater 
return than I get from the Hoyt “Sniff-O-Miser”. 

Prior to installing the “Sniffer”, I was using twenty-nine gallons of Pere a 
week. Since then, I have cut my consumption to six and two-thirds gallons 
— a clear saving of 77% on my Perc bill”! 


Drycleaners everywhere are discovering petites, lower morale and work volume. 


the tremendous savings from the “Sniff- Ask your distributor about the Hoyt 
O-Miser” which pays for the machine in “Sniff-O-Miser”. Three models to fit 
six months or less. And from then on it’s vour needs. 


. 
clear profit! Hoyt features are incorporated in pro- 


Another big advantage . . . you and ducts sold by other leading manufac- 
your employees will thrive on the pure turers. Insist on them when you buy. 
air — no more Perc fumes to spoil ap- Write for Bulletin 


*The Sniff-O-Miser reclaims solvent from the air, dry cleaning machine and reclaimers. 


1 FORGE ROAD, WESTPORT, MASS. 
HOYT MFG. (CANADA) LTD. TORONTO 


DISTRIBUTORS IN PRINCIPAL CITIES © AUTOMATIC DRYERS RECLAIMERS SNIFF-O-MISERS WATER & SOLVENT CHILLERS 
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Call-office parking on side facing highway. Original plant 
is recessed building. with end of self-service section 
projecting at left 


4. 
[-DRive IN- 
LAUNDERING 


DRY CLEANING 


Coin-op laundry addition is on side-street side of origi 
nal building, which had parking area 75 feet wide. Self 
service customers here are out of regular call-office 
parking area 


Original all-glass wall permits view of plant from coin-op 
Long room along side of plant kept exterior wali con 
struction at minimum 


CLEAN-AND- 
STEAM INSTEAD* 


How to recapture a market 


By LINO J. BATTISTON 


Battiston’s Dry Cleaning 
West Hartford, Connecticut 


Lino J. Battiston is a graduate of the 

43rd General Course and the 23rd 
Management Course classes at the 
National Institute of Drycleaning. He 

has been in the drycleaning business 15 
years. He is a director of the Connecticut 
Launderers and Cleaners Association. He 
owns two modern drive-in cash-and-carry 
plants and a coin-op laundry. In August 
1960 he opened a new clean-and-steam 
department, one of the first in his 

part of the country. 
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lost to wash-and-wear 


HOW ARE WE TO CAPTURE the 
market that has been lost to wash-and- 
wear and minimum-care garments? A 
vear ago we decided to go into clean- 
and-steam. In the last six months we 
have had a very enlightening expe- 
rience with this approach to the wash- 
and-wear market. 

To make room for this new service, 
we moved every piece of equipment in 
the plant. The new layout enabled us 
to have a completely separated de- 
partment. We also added a coin-op 
laundry. This was a must, because it 


* From a talk at the annual convention of the 
National Institute of Drycleaning, Philadelphia, 
February 2-5, 1961. 


attracted many new customers to our 
other services. 

This separate clean-and-steam sec- 
tion contains a 65-pound washer, a 65- 
pound reclaimer, two coat steamers, a 
pants steamer and a pants legger. The 
washer is piped together with the 
washer in the plant and from the same 
filters so that our regular cleaner-spot- 
ter takes care of all technical details. 
He services the filters, checks the soap 
concentration, and does the distilla- 
tion. 

This enables us to have an inexpe- 
rienced attendant in the clean-and- 
steam department. He does the clean- 
ing, steams all coats, skirts and dresses. 
The pants are pressed and creased. He 
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See how TarGo’ helps cut down on costly “do-overs” 


When stains remain after prespotting and cleaning, you can save time 
and supplies by using TarGo. This unique product is the dry side spotter 
you can flush out completely with a water gun, and know 
it will not leave a ring—even on whites! Consequently, you do not have to 
re-run garments after post-spotting—just pass them on for finishing. 


TarGo—and TarGo alone—has the high-potency, the deep-penetrating, 
the true dry-wet action you need for faster, surer removal of all oily-type 
stains—on dry side, wet side or both—before or after cleaning. 


Order a bottle from your jobber and see why other cleaners 
call TarGo the “does more” spotter. 


New modern formulation. Always the best, TarGo is now even better. No advance in price either 


FREE 
ae + ADHESIVE TAPE AIRPLANE DOPE » ASPHALT + CHEWING GUM + COLLODION - CRAYON 
forevery im ENAMEL + EYE SHADOW + FURNITURE POLISH - GLUE « GRASS + GREASE—including oxidized How-To Sheet No. D-3 
+ HAIR DRESSING « HAND LOTION + INK—Ball pen, india, Marking, Printing, Stamp pad, ... Shows you how to 
oily-type Typewriter + LACQUER + LEATHER + LEG MAKE-UP + LIPSTICK - MASCARA + MEDICINE (various) avoid recleans. 
stain in « MIMEOGRAPH CORRECTION FLUID - NAIL POLISH + Oll—including oxidized « OINTMENTS For a copy write 
the book * PAINT—Artists’, Plastic-base, Rubber-base, Oil-base, Water-base PERSPIRATION PITCH - ROUGE A | Wiison Chemical 
e CEMENT + SALAD Oil including oxidized « SHOE POLISH SUNTAN LOTION + TAR WAX Co Kearny, N. J. 


WILSON “GO"- LINE STAIN REMOVERS — TarGo ReddyGo « QwikGo YellowGo WriteGo RustGo « InkGo ColorGo « SpotsGo 
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Clean 


pointing to door also directs customer in to the self-service 


drycleaning area 


Clean-and-Steam Maybe? 


The title of his talk as it appeared 
on the NID convention program 
was a bit misleading, Mr. Battiston 
points out. It suggested he was 
flatly against coin-op cleaning and 
recommended the limited profes- 
sional cleaning service instead. 
This is not the case. Mr. Battiston 
does not ‘‘recommend”’ anything. 
He is making several experiments. 
One of these, the clean-and-steam 
service, he reported on at Phila- 
delphia. 

This clean-and-steam service is 
at his package plant in Wethers- 
field, a prosperous suburban town 
just south of Hartford, Connecti- 
cut. Right now at his original pack- 
age plant in West Hartford, in a 
low to middie income area, he is 
nearing completion on an addition 
that will house a coin-op dryclean- 
ing installation. And, as indicated 
in his speech, he also is starting 
construction on a fabric services 
supermarket that will offer both 
coin-op drycleaning and clean-and- 
steam, as well as professional dry- 
cleaning and shirt laundering. 

Lino says he won't make up his 
mind about anything until he’s had 
a chance to compare results from 
all three operations over a reason- 
able period of time. From the tenor 
of his general remarks, however, 
we believe he expects the Avon 
“supermarket” to prove out best. 


and steam instead —continued 


Steps lead into call office for professional cleaning, but sign 


View of self-service area from 
regular call office. Counter is 
at right, door from coin-op at 
left. Self-service marking coun 
ters are at left just inside par 
tition 


Clean-and-steam equip 
ment include 65-pound 


washer-extractor, solvent 


can do 60 to 80 per hour, and with 
more experience 100, because we 
don't take any special care with pleats 
or double creases. We use no pins or 


pants guards and do no bagging. 

Our regular counter girls take care 
of clean-and-steam customers. 

Opening prices for clean-and-steam 
were 25 cents for half pieces and 50 
cents for full pieces. We realized we 
would be luc ky to break even at these 
prices, but our main purpose was to 
capture this market. We could in- 
crease prices later. 

We opened the last week in August. 
Three weeks before opening we ad- 
vertised on our changeable copy signs: 
“Revolutionary New Service Coming.” 
The second week, “It’s Almost Here— 
Wait Until You See It.” Then “Open- 
ing August 27th, You Will Love This 
New Service.” Finally, “Now Open— 
Clean & Steam.— Pants & Skirts 25¢ 
—Coats & Dresses 50¢.” 

We wondered whether we would be 
able to handle the avalanche of new 
business. Our first week’s sales—$34. 


recovery tumbler, two 
steamers, trouser top 
per, legging press. Fin 
ished-work storage is at 
camera position 


We joke about it now, but it wasn't so 
very funny then. The second week we 
more than doubled our volume—we 
did $79. The coin-op laundry did bet- 
ter with $120, then $150. 

Why didn’t we do better in clean- 
and-steam? People were afraid of it. 
They just didn’t know what to expect. 
Ninety-nine percent thought they had 
to do the actual cleaning. So we ran 
this ad, “What Is Self-Service Dry 
Cleaning?” and spelled out the proce- 
dure in detail. This helped. 

During the fifth week of business, 
we ran this ad: “Any One Item 
Cleaned Free Of Charge.” This did the 
trick. We did over 2,000 garments 
that week. But we were convinced 
that you can’t even give away clean- 
and-steam, unless the public is edu- 
cated to it. 

So at that time we decided to tell 
everyone in our community about our 
other services, too, and we made up 
a brochure. 

The front cover thanks our custom- 

Continued on page 56 
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IT’S FOOLPROOF, FLEXIBLE AND PROFITABLE. The new Westing- 
house drycleaning machine is thoroughly factory-and-store- 
tested. And it’s the Drycleaner you should make an alliance 
with if you want to make important money in the mushrooming, 
coin-operated drycleaning business right from the start. 


YOU WON’T HAVE TO ACT AS A RETAIL GUINEA PIG because the 
laboratory work and product testing have already been done. 
Years were spent in intensive research before the machine was 
marketed. You won't have to gamble on consumer acceptance 
of the Westinghouse Drycleaner. The acclaim of particular people 
has been overwhelming. 


YOU DON’T HAVE TO BUY A BATTERY OF EIGHT. Or even a battery 
of six. You might like to start with two or three, all plumbed to 
the same filter system. Your initial investment is realistic and 
business-like. With this flexibility, you can grow with your market. 


THE ENGINEERING SOPHISTICATION OF WESTINGHOUSE is evi- 
dent throughout the machine. Continuous filtration of cleaning 
solvent means that every garment is cleaned in filter-pure perc. 
Automatic feed of filter aids to assure positive, efficient filtration 
and maximum filter cake life. The tubular type filter is simple, 
highly efficient and easy to service; total time required for used 
filter cake removal and recoating, ready-for-use is only 15 
minutes. That means only 15 minutes downtime. Location of 
filter and perc storage unit, which can serve one to three Westing- 
house Drycleaners, can be varied according to room or space 
available. 


WATER CONDENSER IS USED for low cost, efficient perc tempera- 
ture control and perc recovery. A special compressor unit is 
available as an accessory when extra cooling capacity is required 
at certain times of the year because of higher than normal tem- 
peratures of incoming water. 


THERMOSTATICALLY CONTROLLED DRYING provides professional 
results, high retention of creases and pleats. There is a timer 
indicator light that glows when machine is in operation, and a 
fail safe door lock prevents opening of door once the cycle has 
started and until it is completed. If, for any reason, the machine 
fails to complete the cycle, the fail safe door lock remains in 
locked position until owner or attendant is called. 


THE WESTINGHOUSE DRYCLEANER MEETS ALL KNOWN CODE 
AND SAFETY REQUIREMENTS. Units have their own built-in over- 


©ALD, Inc. 1961 


flow pans, large enough to hold total solvent in system in case 
of a leak or line break. This feature eliminates expensive installa- 
tion of holding dams or underground storage tanks. 


INSTALLATION IS SIMPLE AND INEXPENSIVE. The Westinghouse 
Drycleaner requires only connection to cold water line, a 20 Amp 
outlet and a three inch vent to each machine. Electricity alone 
provides the power for both drycleaning and drying. 


THE MOST ADVANCED DESIGN makes the coin meter easily adjust- 
able in the field to make any charge up to eight quarters. This 
feature provides for quick and simple adjustment of charge for 
your special promotions. 


STYLING THAT SETS THE STANDARD distinguishes the Westing- 
house Drycleaner. It is tastefully designed to accent, yet blend 
into the decor of the most advanced coin-operated laundry 
stores. 


STAY OUT FRONT with the name that's always been out front. 
Make a profitable alliance with ALD and Westinghouse, the com- 
panies that continue to set the standards in coin-operated laun- 
dry and drycleaning equipment. 


WRITE TODAY FOR COMPLETE DETAILS. The choice you make now 
will make the difference in the money you make today... and 
especially tomorrow! 
ALD continues to set new 
standards for the laundry store industry 


ALD, inc. 
7045 North Western Avenue, Chicago 45 
Offices in principal cities 


ALD Canada, Ltd., 54 Advance Road, Toronto, Ont. 


range profits. Here's i nake m 

& 

bie 

fis 

je 

eres: A 

4 


From front counter to boiler room 
controls assure the quality that 


New Honeywell conveyor control system pleases them automatically in seconds. Use any storage 
customers with fast counter service! Your counter identification system you like. The conveyor system 
girl merely dials the number of your customer's always takes the shortest route. Ask your conveyor 
garments on an attractive counter control panel. manufacturer about the new Honeywell MagiCare 
The Honeywell controlled conveyor system delivers Conveyor Control System. 


52 THE NATIONAL CLEANER 


past 
= 
=, 
‘ 
q 
: 
in 
ii 
i>, 


Honeywell MagiCare* 


brings customers back! 


Solvent Temperature Controls 


New Honeywell MagiCare Tumblitrol* maintains ideal drying 
conditions at all times! Ac a central panel, you select the right 
drying time and temperature for any garment—even hard-to- 
handle synthetics. The Honeywell Tumbltrol System reacts in- 
stantly to any temperature change in your laundry tumbler or 
drycleaning reclaimer to prevent shrinkage or damage to fabrics. 
Other features include continuous indication of existing tumbler 
temperatures and provision for end-of-cycle alarm. 


New Honeywell MagiCare System prevents shrinkage and 
wrinkling during washing! No matter what the humidity out- 
side, the Honeywell MagiCare System always maintains the rela- 
tive humidity of your washer solvent at a level best for each type 
of material. Garments come out consistently brighter and softer 
—with no wrinkling or shrinkage. You save time and money on 
spotting and pressing. Works equally well with Stoddard or 
perchlorethylene solvents and with any soap concentration. 


L6018D Two Stage Thermostat. 
For perchlorethylene systems. Con- 
trols a steam valve and a water valve 
where both heating and cooling are 
required, 


V4019A Solenoid Water Valve. 
Releases cold water to heat exchanger 
upon call from temperature controller. 


RA890 Protectorelay*. Electronic 
flame detection for gas burners and 
oil burners. 


R478 Protectorelay. Electronic 
flame detection offering either flame 
rectification or Flameguard*. 


Q283 Flameguard Photocell 
Mount. Combines with a photocell 
to make up a flame detecting unit for 
use with the R478B Protectorelay. 


VA835 Solenoid Gas Valves. 
Designed for use with gas burners 
using two-wire, low-voltage control. 
Available sizes: 34”. 


V48, V88 Diaphragm Gas Valves. 
Relay operated diaphragm valves for 
use with gas burners using any type 
of gas. Available sizes: 1” to 3”. 


*Trademark 


Honeywell manufactures the most complete line of dry- Honeywell 


cleaning controls on the market. For complete information, 

call your nearby Honeywell office. Or write Honeywell, Fiat ° Coitol 
Dept. ND-5-28. Minneapolis 8, Minnesota. Sales and service We 

offices in all principal cities of the world. SINCE 1885 
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LEADERSHIP 
QUALITY 


INTEGRITY 


Let’s face it... 


add 
progress profit 


THEY DON'T IMPROVE THE PRODUCT 


ge THEY DON'T HELP THE INDUSTRY 


- 


That’s why it pays to deal with 
a major contributor to the industry 


HUEBSCH LIVES ITS RESPONSIBILITY 


ENTIRE LAUNDRY AND DRY CLEANING INDUSTRY 


Oe 
/ 
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HUEBSCH ORIGINATORS 


offers this to the industry... 


2. IMPROVED TOOLING 

With a background of over 250,000 tum- 
blers, a program of continuously improved 
tooling has taken place over the years. This 
considerable investment has resulted in a 
precision fabricated tumbler of superior 
workmanship and appearance, lower priced, 
and economical to maintain. 


3. ECONOMICAL SPARE PARTS 

Spare parts are priced not for profit but for 
service. Our aim is to keep your Huebsch 
tumblers in operation. Parts are readily 
available from our plant and many dealers. 
Interchangeability of parts also makes main- 
tenance simple and easy. For your protec- 
tion Huebsch will be here tomorrow for 
tumblers sold today. 


HUEBSCH 


41. HUEBSCH ORIGINATOR FEATURES—Based on 
Continuous Research and Intensive Engineering 
Huebsch invented the open-end tumbler-dryer and 
has produced more tumblers than all other manu- 
facturers put together. The deep-down quality in- 
herent in every Huebsch tumbler is the result of 
more than 50 years of intensive research, careful 
engineering and prideful workmanship. 


bud Magnetic Door Latch 

of Provides safe, sure, silent 
door closing. The modern 
designed latch eliminates 
triggers, buttons, springs. 


Self-Cleaning Lint Screen 


Automatically cleans itself 
and deposits lint on “‘Magic 
Carpet” for fast, easy re- 
moval. Customer need not 
bother with lint removal. 


Automatic Back-Draft 
Damper 

Prevents hot, damp air and 
lint from blowing back 
through tumbler into room. 
Protects pilot light, keeps 
surroundings cooler. 


Customer-Designed Control 
System 


Customer operated controls 
are within easy reach... 
easily understood. A wide 
range of temperatures 
available for various fab- 
rics. In addition, Huebsch 
tumblers are guarded with 
the latest safety controls. 


4. NATIONWIDE PLANT FACILITIES 

With five plants located nationwide and a sixth in 
Toronto, you save as much as $40.00 or more for 
each Huebsch 37 x 30 gas heated tumbler dryer in 
transportation costs alone and up to one week or 
more in shipping time. 


5S. ACTIVE PARTICIPANT IN THE INDUSTRY 
Huebsch takes an active part in all phases of the 
textile maintenance industry and belongs to: 
American Institute of Laundering, National Insti- 
tute of Drycleaning, Laundry and Cleaners Allied 
Trades Association, Linen Supply Association of 
America, Diaper Service Institute of America, and 
National Automatic Laundry and Cleaning Council. 
Huebsch secures and helps develop recognized ap- 
rovals such as, City of Los Angeles, City of New 
ork, C.S.A. and C.G.A. 


ORIGINATORS 


Milwaukee 1, Wisconsin 


First 


in Tumblers...First in 


Features 
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Clean and steam instead—continued 


Clean-and-Wear to Replace 
Wash-and-Wear 


We find Lino Battiston’s attention 
firmly fixed on the wash-and-wear 
market, rather than diverted by the 
coin-op ‘‘threat.’’ He says if the 
cleaner will only realize that wash- 
and-wear has already seriously cut 
into drycleaning volume, then coin- 
op cleaning and/or clean-and- 
steam represent a plus than can 
recapture or even develop wash- 
and-wear into a dependable seg- 
ment of the drycleaning market. 

It is his contention that a situa- 
tion must be created in the aver- 
age family that now exists only in 
drycleaners’ families. Laundry is 
tossed in the laundry hamper after 
one or two wearings, outerwear is 
separated or piled equally quickly, 
since cleaning cost is usually no 
problem to the plantowner’s house- 
hold. 

Mr. Battiston wants all families 
to be taught to toss their wash- 
and-wear garments into a dryclean- 
ing hamper with frequency equal 
to that which rules laundry. If it 
takes 19-cent or 25-cent coin-op, 
or 35-cent or 50-cent clean-and- 
steam to do it, so be it. But he 
wants some drycleaning service 
made so attractive to the wash- 
and-wear market that garment 
makers will start talking about 
clean-and-wear instead. 

Remember — this is no mad 
price cutter talking. Mr. Battiston 
gets top quality prices in his 
plants, and deserves them. He's 
not about to kick that business into 
the Connecticut River. But if he 
can get people to bring their 
wash-and-wear back to him, he 
has better chance of getting their 
professional care garments also. 

He also suggests that coin-op, 
whether laundry or drycleaning, 
has provided the quality cleaner 
with an opportunity to distinguish 
between two or more services in a 
single plant, without danger of re- 
flecting discredit on the top serv- 
ice. Customers can understand a 
tremendous difference between 
self-service coin-op quality and 
top-quality professional care. Once 
they understand this, then an in- 
between service such as clean-and- 
steam, or thrifty commercial work, 
may also make sense to them. 


PLANT 
CLEANING 
EQUIPMENT 
CALL STORAGE 
REGULAR SERVICE 
CLEANG CLEAN @STEAM | 
STEAM CALL RACK "Pama: PARKING 
EQUIPMENT COUNTER-REGULAR SERVIC OF F 
RECEIVING COUNTER HIGHWAY 
Sag CALL OFFICE 
4 CLEAN & STEAM) 
| 8 TUMBLERS 208 WASHERS]F —J [14 20% WASHERS TUMBLERS 
VENDER VENDER 


PARKING OFF SIDE STREET 


Heavy wall line indicates the original building. Note cleaning departments are adjacent so 
plant drycleaner can service clean-and-steam machines (but not operate them). Broken line 
is for partition to be used if coin-op drycleaning supplants the clean-and-steam setup. Heavy 
arrow is where two tumblers would be removed to provide access to coin-op cleaning when 


call office is closed 


ers for their patronage The inside tells 
about our new services. And the back 
cover explains our custom service. 
This brochure was inserted in the local 
advertising medium and mailed out to 
15,000 people in the community. 


What do customers say? 


We interviewed many customers 
Most said they didn’t see any differ- 
ence, except in the pressing. Some 
didn’t see any difference whatsoever 
Customers thanked me personally for 
providing this rauch needed service in 
the community 

We asked many how they would 
feel if we were forced to increase our 
prices. Almost all replied, “This is only 
a special, anyway, isn’t it?” Our prices 
now are 35 cents for half pieces and 
70 cents for full pieces 

How has clean-and-steam affected 
our custom service? We have kept a 
detailed chart of our volume the last 


Service Leveled at $750 


Since the NID convention, Mr. Bat- 
tiston’s clean-and-steam plus coin- 
op laundry combination has leveled 
off at between $700 and $800. 
Break-even is a flat $700. Lino 
says he can kick it up $100 over- 
night with a $75 advertising shot, 
any time he wants to, but it always 
drops back the minute the hypo is 
withdrawn. 

“This is one of the things we 
wanted to find out!'’ he commented 
with a grin. 


six months. Our custom service has 
slipped 2 percent behind 1959. Our 
shirt volume has increased 1 percent 
over 1959. Considering the lag in om 
nation’s economy, we are very pleased 
For the same period of time, our West 
Hartford plant (which had no clean- 
and-steam ) is off 10 percent. So clean- 
and-steam has not hurt us. We feel it 
has probably helped our custom 
service. 

Our total volume for the last. six 
months of 1960, including clean-and- 
steam but excluding coin-op laundry, 
is running 5 percent ahead of 1959. 
What is more important, our payroll 
costs in dollars and cents is the same 
Percentagewise it is 2 percent less. We 
are sure that 70 percent of clean-and- 
steam business is from new customers. 
At present we are averaging between 
$700 and $800 volume in our coin-op 
and clean-and-steam combined. If we 
continue to increase and level off at 
$1,000 per week, this will be a very 
profitable operation. 

Many in the industry questioned 
the advisability of clean-and-steam un- 
der the same roof and using the same 
name. But we were convinced that our 
customers were doing business with us 
because of convenience, individual at- 
tention, service and quality, and not 
price. Our experience of the last six 
months has justified our decision to go 
into clean-and-steam, 

I would say also that if we operated 
these two services in another location 
under a different name we would not 
have done as well. We couldn't have 
a break-even point of $700 per week, 
either. So an operation under one roof, 
taking full advantage of your reputa- 
Continued on page 70 
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STAMCLEAN SPRAY SPOTTER 


Only SSS dissolves in solvent and self emulsifies in water. Only this type 
of solvent/water combination provides all of the following: 


Prevents dye bleeding 

Prevents rings, breaks, etc.—even on satins 

Non-staining—perfect for whites, car coats, rainwear silks, satins, etc. 
Digs out ground in soil without scrubbing 

No odor 


If your pre-spotter, spray-spotter “clouds” in solvent, it can only do half 
the job of SSS. Order full action SSS — you'll see the difference! (Please 
list jobber for billing.) 


4. THE STAMFORD CHEMICAL COMPANY 
STAMFORD, CONNECTICUT 


Be 
your pre-spotter, spray-spotter clouds up in solvent 
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You have to sell through employees’ 


THE BIG HEADLINES are about 
coin-operated drvcleaning. I may not 
make he idlines. because I'm going to 
talk about the business we're already 
in 

I'm not opposed to coin-operated 
drycleaning. I have purchased a lot 
just around the corner from our pres- 
ent business so that, if coin-ops are 
successful, I'd have a place to put one 

But we must not concentrate so 
much on coin-operated drycleaning 
that we forget we are in the drv- 
cleaning business now 

They say that 15 percent of ow 
market will buy low-price drvcleaning 
Another 15 to 20 percent, they say 
go for drvcleaning bargains oul 
specials. Then, they say, 50 to 70 
percent of our market will buy quality 
drycleaning and pay a price that vields 
us a fair profit 

Which category does your service 
appeal to? Which market will the 
coin-ops appeal to? In my opinion 
the plant giving inferior work and 
selling nothing but a low price is go- 
ing to be hurt badly by the coin ops 

One of the best operators I know 
savs Com-ops will make me bigger 
A lot of plants aren't going to stand 
the pressure because thev haven't 
been giving the customer his monev’s 
worth. But even so, they have some 
customers who'll be looking for a new 
cleaner when these fellows go under 
I'll get my share of that business, be- 
cause I'll give good quality work.” 

Ladies and gentlemen, here’s a man 
with P.M.A Positive Mental Atti 
tude. When the dust is all settled, I'll 


bet he is bigge 


Customers can sense quality, when 
they're getting their money’s worth. 


Balanced employee relationships 


What does it take on our part? We 
are going to have to have better em- 
ployees. As an industry we are only 
as good as the people we employ. 

Other industries recognize _ this! 
They send representatives to sign up 
college seniors before they graduate 
Personnel experts study new employ- 
ees and dec ide which should be in 
sales and which in production 

We're going to have to seek better 
trained people in our industry. We 
should have managers who have 
graduated from NID. If my son fol- 
lows in my footsteps, | want him to 
take every course NID can offer. 

Another bov I’m interested in grad- 
uates from high school this year. I'll 
give him every help at NID at my 
own expense. I want him to know 
he is important to us. This builds con- 
fidence and understanding between 
us—what I call a balanced relation- 
ship. At home, without a_ balanced 
relationship you end up in divorce 

Let me tell you how my company 
got into one of the hottest unbalanced 
re lationships I can imagine 

We had too many employees. They 
were confused. They weren't making 
enough money. I knew it, but I didn’t 
know quite what to do about it. An 
engineer analyzed my problem. We 
arranged for him to go to work on it. 
But my employees knew nothing about 
what he was up to. 

Somehow they found out how much 


Wisteria 
Cleaners 


“He's a good press-only account . . . does a lot of kneeling.” 


By ALVIN A. SCHMIDT 


Al Schmidt studied in college 
to be a teacher, but he went to 
work as a salesman. As owner. 
manager of Varsity Cleaners, 
he has combined both roles to 
build a_ well-trained, sales 
minded organization. 


we were paying this engineer. They 
figured this must be blood out of their 
fingers. Soon half of them were walk- 
ing the street with signs saving we 
were unfair. 

We were! I hadn't told them what 
I was doing. I hadn't told them | 
wanted to improve their conditions, as 
well as Varsity’s. 

Again this summer, I went to the 
head cleaner and said, “Tom, we're 
considering changes in the cleaning 
room. If we make these changes, 
we'll need only one cleaner.” I told 
Tom that he didn’t need to worry 
about a job. I was going to put him 
in another department, and he 
wouldn’t suffer any loss in pay. 

But I didn't get to talk to the other 
cleaner, Leonard. Tom complained 
Leonard was getting awfully hard to 
work with. I said, “Tom, I’m sorry 
This is my fault.” 

I went to Leonard and said, “Leon- 
ard, do you know who our one cleanet 
is going to be?” He didn’t answer; so 
I told him that he was the one. He 
couldn’t have been more shocked. 

After that harmony existed again. 
[ just hadn’t maintained that  bal- 

Continued on page 62 


* From a talk at the annual convention of 
the National Institute of Drycleaning, Philadel- 
phia, February 2-5, 1961 
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NORGE ANNOUNCES A NEW LINE OF COIN-OPERATED 


DRYCLEANERS 


BW” 


NORGE 


Drycleaners give you 
this practical 


ADD-ON 
PLAN 


to get you 
into coin-op now 


START WITH ONE UNIT— 
ADD MORE AS YOU GROW 


The BW Norge Add-On Plan is 
adaptable to any installation. 
Get immediate delivery on one 
or two units. But be sure you 
plan for additional floor space. 


BUILD YOUR CAPACITY AS 
YOU BUILD YOUR VOLUME! 


FULL FLEXIBILITY! 
INSTALL ANY NUMBER 
IN ANY COMBINATION 

FROM ONE UNIT ON UP! 


GET STARTED NOW in the profit-proved coin- 
op drycleaning business with any number of 
BW Norge Drycleaners! 


You can, for instance, install a single self- 
contained BW Norge unit. Or you can start 
with two or more BW Norge units that operate 
with Norge’s proved central filter system. 


Start with top cleaning quality—with no sac- 
rifice in efficiency. Norge’s proved deep-bath 
action, with 9 gallons per minute solvent flow, 
assures you of pleased customers. Maximum 
solvent mileage gives you low per-load cost and 
top profit. 


With immediate delivery . . . fully proved 
operation...and greatest flexibility, BW Norge 
Drycleaners can put you in the coin-op busi- 
ness right now. Let Norge give you the facts! 


Norge Commercial Sales 
Dept. A24—P. O. 767—Hinsdale, Illinois 
Telephone, Chicago: WHitehall 4-0700 
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3 Norge Sales Corp. is a subsidiary of Borg-Warner Corporation Borg-Warner Corporation, 1961 ny 
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Little leaks —Continued from page 46 


panels admit air directly on the steam 
equipment next to the window. They 
can be cracked or opened wide ac- 
cording to individual need, without 
upsetting ventilation balance and 
tempers throughout the rest of the 
room 

A long skinny tank for solvent stor- 
age was needed in the cleaning room. 
It had to go overhead, under a low 
ceiling, vet leave headroom for walk- 
ing underneath. The solution was to 
weld two 55-gallon solvent drums 
end-to-end. To minimize strain on the 
metal, this tank is cradled on two 
angle-irons. The irons are set in the 
masonry wall at one end and welded 
by hangers to an overhead I-beam at 
the other end. Steel straps bolted be- 
tween the angle-irons are shaped to 
the contour of the tank. 

\ boiler-type sight glass was offset 
from the tank on pipes extending from 
the highest and lowest points on the 
tank. The lower pipe connection is a 
plugged toe, also serving as a drain 

Enlarging the cleaning room meant 
enclosing an alley. The building code 


required a masonry wall at the only 
point where the boiler could be re- 
moved for replacement. Therefore the 
concrete block wall was designed so 
a hole can be easily breached in it 
without tearing down the whole wall. 

At a height of about 5% feet a 
“lintel block” was laid in the wall. 
This is a concrete block of the 
same dimensions as a regular block, 
except it is three or four times as 
long. Also, it is reinforced with steel. 
This enables it to support the wall 
above, when all blocks below have 
been removed as far as those support- 
ing the ends of the lintel block. When 
this temporary door has served its 
purpose, the wall can be replaced as 
it was before. 

Display advertising should not be 
posted long enough to “become wall- 
paper,” Mr. Nestler feels. He changes 
his frequently. So posters are still 
fresh when taken down. They are 
stored, and then are mixed with new 
ones the following year, taking care 
not to put them in the same places as 
before. 


the System! 
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vailable in 10 colors... 


Manual, 


Numbers 1 to 100 
. Write for free System A 
complete with samples. 
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We save 
time... 
not paper! 
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For poster storage, he slung a 30- 
gallon soap drum under the basement 
staircase (Fig. 4). The hangers are 
steel straps screwed to the back of a 
stair tread. The posters are restored 
to their original round shipping shells, 
which fit nicely in the drum. 

Store supplies are kept in a small 
closet under the stairway to a balcony 
at one side of the store. (All orders 
held over 30 days are stored on this 
narrow baleony—and they “always 
call for them the day after they're put 
up there”). In the cabinet, narrow 
shelves have been provided for many 
small items (Fig. 5). These are sheets 
of fiberboard laid on strips of wood 
nailed to the stair stringers. Each 
sheet is aligned with a stair tread, 
making a neat cubicle under the next 
higher tread. 

A little thing to fuss about, perhaps, 
but a misplaced box of pins costs the 
little cleaner percentagewise as much 
as losing a carton of pins hurts the big 
fellow. To the little cleaners, little 
leaks are not littlke—percentagewise! 


Coin-op flip-flop 


Continued from page 40 


Elite package plant that has been in 
operation for three years. The period 
covered is 11 weeks from date of 
opening. 

It will be noticed that the equip- 
ment and installation are being depre- 
ciated over a period of three years. 


Fixed Cost of Coin-Op—Per Month 


Equipment, including 
sniffer, cooker 

Installation costs 

Promotion costs 
one-shot dea!) 


$13,661 36 = $379.47 
2,991.92=+36= 83.11 


537.84 = 36 14.94 


Total original investment per month $477.52 


Rent 100.00 
Dollar-bill changer (rental) 30.00 
Labor (set much higher than 

present actual cost) 150.00 
Utilities 60.00 
Promotion 50.00 


Total fixed cost per month $867.52 


Current Variable Cost Per Load 
Soap as $ .00432 
Filter powder 01192 
Activated carbon 07704 


Solvent .12126 
Power 03926 


Total $ .25380 
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Elite is charging the usual $1.50 
per load. $1.50 less $.254 variable 
costs per load leaves a gross operating 
profit of $1.246 per load. The $867.52 
monthly fixed cost divided by 4 (for 
a conservative weekly figure) gives 
$216.88 as a weekly fixed cost. This in 
turn divided by the gross profit figure 
of $1.246 results in a figure of 174, or 
the number of loads Elite Services 
needs to run weekly in its four ma- 
chines just to break even. That’s 174 
loads or $261 per week to break even. 

It trims on down to slightly more 
than six loads or $9 per day per ma- 
chine. 

Four comments should be made at 
this point. Mr. Klinefelter has not in- 
cluded either development or execu- 
tive costs, while some present at the 
meeting questioned whether $150 was 
sufficient to cover maintenance labor 
and costs as well as operating labor. 

The operation is unattended. The 
manager of the plant adjacent is 
called in occasionally on operating or 
serviceability problems. 

The variable costs are current. Be- 
fore a sniffer and a cooker were in- 
stalled the solvent costs were running 
64 cents per load. The cooker has re- 
claimed 43 gallons of solvent in 17 
hours. Sniffer saves about $3 per week. 
Mr. Klinefelter points out vou need an 
exhaust fan to scavenge, anyway, so it 
might as well be a sniffer and pay for 
itself. 

The three-year write-off is drama- 
tized by “icepick loads.” Twice a me- 
has left icepick in his 
pocket, inadvertently. This has 
chipped the enamel a bit, exposing it 
to the perc. 


chanic 


Volume Pattern for 11 Weeks 
Since Opening 
(lot of free work to customers on 
mailing lists) 
Snow 
Snow 


(machines replaced with new 
models—lost one day) 


Easter 


$1,661 total income 


Total income divided by 11 gives 
average weekly figure of $151, con- 
trasted with the $261 needed to break 


even. 

Elite’s package store next door is 18 
percent ahead of last year. Part of this 
might be due to early Easter, but they 
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We predict that before too long you'll be seeing many of these futuristic 
“penthouse” plants (developed by White Machine Co.) going up through- 
out the country. Why? For one thing, they offer a tremendous increase in 
storage capacity . . . while freeing floor space for production. Your 
employees work underneath. And the cost is very nominal when you 
consider the simplicity of the construction necessary. The “penthouse” 
is a natural, too, for merchandising your service . . . for bringing new 
customers into your store. Picture the above plant, for example, 
illuminated at night — with your conveyor in operation! If there’s a 
“penthouse” in your future we’d like to talk to you about it. If not, 
we'd like to show you some other picture-case-histories of what we've 
been doing to help cleaners throughout the country make greater profits. 


THIS NEW WHITE MAILER 
SHOWS YOU HOW YOU CAN 
GET MORE SPACE “RENT FREE” 


MAIL THE COUPON BELOW FOR DESCRIPTIVE 
LITERATURE AND COMPLETE INFORMATION. 
THERE'S NO OBLIGATION, OF COURSE. 


| 


WHITE MACHINE COMPANY, INC., 50 BORIGHT AVE., KENILWORTH, N. J. 


LJ 


N-561 
NAME 


ADDRESS 
YOUR JOBBER 


Please send 
literature 


Please send STATE 


representative 
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a big part of your job is teaching him 
the importance of customer good will. 
Every time you put garments in the clean- 
ing unit, your reputation is on the line, 
So you choose a man who thinks quality 
and you provide quality checks to avoid 
most human errors. 

In the same way, the makers of 
Columbia-Southern PERCHLOR build 
[riple-check” 


mntrol assures uniformity, stabil- 


quality into their solvent 
quality ce 


ity and high purity for every drum of 


FREE to users of 
Columbia-Southern PERCHLOR 


Summer Tonic for your Store— 
Latestin the series of Perchior 
displays is this attractive busi 
ness builder featuring vaca 
tion cleaning needs. Ask your 
distributor forthis colorful 
mobile next time you order 
Perchior solvent. 


Perchlor. With a real stake in your indus- 
try, PPG Chemical Division representa- 
tives and your local Perchlor distributor 
are ready and qualified to give you field 
technical service and advice. An extra 
feature of this service is a series of colorful 
point-of-sale displays for your store .. . 
available at no cost through Perchlor 
distributors. 

For brighter garments . . . for confi- 
dence in the continuing quality of your 
solvent ... 


make sure it’s Columbia-Southern Perchlor 


lp columbia! southern 
G chemicals 


CHEMICAL DIVISION 

PITTSBURGH PLATE GLASS COMPANY 
GATEWAY CENTER PITTSBURGH 22, PENNSYLVANIA 
OMSTRICT OFFICES Boston Creriotte Crago Cine Cleveland 
Dalles . Houston « Minneapolis New Orleans - New York . Prvledeipne 
Ser Francisce St Lows IN CANADA Standard Crema! Limited 


Coin-op flip-flop 


—continued 


have been consistently ahead through 
the winter months, too. 

Mr. Klinefelter says an unexpected 
development is that the coin-ops, in 
taking the mystery out of drycleaning, 
seem to be instilling more confidence 
of customers in professional dryclean- 
ing! Comments by customers, both 
direct and overheard, confirm this 
finding. # # 


Sell through employees 
Continued from page 58 


anced relationship of understanding 
between me and Leonard. 


How about salespeople? 


Let's talk about salespeople. How 
important are your counter girls? If 
you don't make a good impression at 
the counter, how are you going to 
keep customers? People who use the 
coin-ops won't expect correct answers 
from machines, but they do expect 
correct answers from your counter 
girls. 

Are your counter girls going to 
know the correct answers, if you don't 
tell them? That's your responsibility 
and mine—to be the teacher. Have 
you ever sat in your front office and 
watched your counter girls at work? 
{ did once. I was embarrassed. Can 
you remember when a customer had 
to ring a buzzer to get the girl? 

A customer walked in. The girls 
looked at each other. Finally, after 
the customer was at the counter for 
some little time, one got up to wait 
on her. She looked down at the 
counter and she said, “Good-morning,- 
may-I-have - your- name - please, - your - 
address, - and - will - Thursday - be - all - 
right?” 

My wife recently took over our 
office. We started sales meetings on 
how to wait on a customer. I don't 
want a customer to reach that counter 
before someone is there to wait on her. 
Each girl must take her turn. They 
look the customer directly in the eye 
and say, “Good morning, it’s a nice 
morning, isn’t it?” 

They find out the information cor- 
rectly, answer all questions. Then 
after that they get the pickup date. 
They say “Thank you,” and say it 
from the heart, with a smile directed 
at the customer. 

We have been amazed at the vol- 
ume growth in this front office because 
girls are inviting customers back to 
see us. We now have one girl in charge 
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of the Keepsake Wedding Box, telling 
the new bride-to-be how we pack her 
wedding gown away perfectly 
wrapped to keep for the rest of her 
life. 

Another girl is in charge of new 
babies. She sends a greeting card to 
every new mother and dad telling 
them to let Varsity take care of that 
little guy’s needs in the future, as 
well as all the family’s. 

We have to invite people in. We 
must tell them about services we offer. 


Routes are my baby 


I came to Varsity Cleaners 25 years 
ago. First week’s salary was $20, first 
week's volume was $75. I said to the 
boss, “You cut my territory!” He said, 
“I tried to get you more territory, but 
they wouldn't listen to me.” To my- 
self I said, “Who runs this business?” 

My boss said, “Young man, there's 
only one thing for you to do. Go out 
and rap on doors.” 

I did. You'd be amazed. I probably 
didn't have the right approach, but 
I was asking people. When the boss 
saw the gains in my territory he said 
to himself, “Well, I'm going to get 
them on the other two.” 

But the other two said, “No, we're 
not going to solicit. We've gone 
through that. We know all the people, 
and they know us. If they want to 
trade with us, they will.” 

The boss put the heat on. One quit 
and went into competition to break 
Varsity. He wasn't able to, because 
Varsity worked. Varsity asked for 
customers, showed them why they 
should trade with us. The net result 
was we secured the business. 

I always tell route salesmen a cus- 
tomer worth having is worth know- 
ing about. We make calls to find out 
about people we hope to deal with. 

Also, when we plan changes in our 
services, we first go to our route sales- 
men and determine whether they can 
sell the new service. They have a lot 
to say about changes we offer. You'd 
be amazed at the reception you'll get 
from your route salesmen when you 
ask their advice like this. 

Have you been with your individual 
route salesmen lately? Can they sell? 
Do you know they can? Remember 
your customer forms his picture of 
your company through her impression 
of the route salesman. He must dem- 
onstrate sincere interest in the cus- 
tomer and genuine concern about the 
quality of the plant’s work. If he 
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shows this, and means it from his 
heart, this gets through to the cus- 
tomer. 

People are interested in only one 
thing—themselves. They are not in- 
terested in whether you were on a 
drunk last night, or if you have a head- 
ache, or a cold, or anything else. 

I tell our counter girls and salesmen 
alike, “Realize you represent 58 other 
people in our organization? Are you 
doing the job these people would 


have you do? Upon you rests their 
success. We must do a selling job.” 
We are professionals. As profes- 
sionals, we stand behind our work. We 
also have to stand behind our employ- 
ees. We need to train them so we know 
we can rely on them. We need to in- 
spire their loyalty and interest in their 
work by building a balanced relation- 
ship with them. All this is a vital part 
of being a professional drycleaner. 
And there is a great future for us. 


In Atlanta, Ga. ... TickeTag Snap-out Forms Save Work 
... help keep customers happy! 
Says Mr. Thomas King, Owner, One Hour Martinizing, Atlanta, Georgia 


In large and small cities TickeTag snap-out form 
is proving itself daily. This duplicate form with 
a snap-out carbon sheet has many advantages. 
This form permits more than one clerk to mark 
in orders, and still keep tickets in numerical 
sequence. 


_ TickeTag is the easy way for positive identi- 
fication . . . eliminates hectic hunting periods 
and disgruntled customers. 


ONE WRITING This new form requires only 
one write-up of order to provide: 


e@ Customer's Receipt. 
@ Office Record. 


TIcKETAG 


1 IDENTIFICATION SYSTEM 


510-C N. Wrenn St., High Point, N. c. 


e Customer's Invoice and Plant 
Assembly Check. 


e Eight Identical Pre-numbered Tags. 


BIG NUMBERS on all parts of TickeTag form 
speeds your handling of work. 


NO EXTRA CHARGES FOR: 

e Printing your name and address. 

e Choice of color stock. 

e Starting and stopping of numbers. 

e Prefix before numbers for store 

outlet or driver's number. 

Your jobber has all the details; or write for 

TickeTag samples. 


Please send me TickeTag snap-out form 
samples and full information. 
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you can press or more 


pants per bour with the 


NOW, in one package, you can complete your Pants 
Finishing departments with ADJUSTA-FORM units; 
and NOW one operator can handle at least 50 or more 
pants per hour. The extra profit you can make with 
these machines depends on the speed of the operator. 
The Pants Topper was designed for 30 seconds per 
pants operation . . . just long enough to condition the 
fibers, finish the tops with straight pleats, and remove 
crotch wrinkles. With the automatic ADJUSTA- 
FORM legger press, each trouser leg is finished in one 
fast lay. Your production is limited only by the speed 
of the operator. Increase your production and your 
quality with ADJUSTA-FORM. 


| 


Legger Press 


NORTH GENECA. WICHITA. KANSAS 
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Damage Suits 


Does a cleaner have the burden of 
proving that a customer's clothing was 
stolen in a burglary and without his fault? 


Yes, decided the Missouri Court of 
Appeals in the case of Hadley v. Or- 
chard, 77 Mo. App. 141. The deci- 
sion rested upon the fact that the 
customer merely alleged, as he legally 
had a right to, that he delivered the 
clothing to the defendant for cleaning 
and that, despite his demand, it was 
not returned to him. The cleaner, ad- 
mitting receipt of the garments and 
failure to return them, alleged that 
they were stolen in a burglary. 

The court reasoned: If the cus- 
tomer had alleged in his complaint 
that the clothing was lost through neg- 
ligent handling by the cleaner, he 
would have had the burden of prov- 
ing that fact. But he did not so allege, 
and because the cleaner, instead of 
merely denying that he was negligent, 
alleged as a defense that the loss oc- 
curred in a burglary, he assumed the 
burden of proving that fact and _ his 
freedom from fault. 

Of course, the “burden of proof” 
in every lawsuit can be an important 
factor, because, if conflicting evidence 
is so evenly balanced that the judge 
or jury cannot determine what the 
truth is, the party who has the burden 
of proof should lose the lawsuit. 


Put It in Writing 


Should agreements for insurance or 
for renewal of expiring insurance be in 
writing, even when an oral agreement 
is legally sufficient? 


To fail to put into writing any 
important agreement is to risk future 
litigation because of honest misun- 
derstanding as to what was actually 
agreed upon, or because the party 
against whom enforcement at- 
tempted dishonestly repudiates the 
agreement. 


In “Legal Decisions for the Dry- 
cleaner,” by A. L. H. Street, prob- 
lems discussed are classified by 
subject for convenient reference. 

“Legal Decisions for the Dry- 
cleaner” is available at $2.00 per 
copy from: 
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466 Lexington Ave. 
New York 17, N. Y. 


When an insurance policy about to 
expire is due for renewal, application 
should be made early enough to se- 
cure a new policy or notice that the 
old one has been renewed for a def- 
inite term. If request for renewal is 
made through an insurance agent, the 
agent should acknowledge in writing 
that renewal has been ordered if he 
does not have authority from the in- 
surer to renew the insurance. 

In a case decided by the New York 


To build customer loyalty, 
you should expect maximum 
soil removal... lack of 
shrinkage or color bleeding 
fabric-renewing gentle- 
ness... and odor-free fin- 


ished garments. 


Today's competition requires 
you to give 4-hour or even 
}-hour service without quib- 
bling. A solvent that cuts 
tumbling time and makes 
finishing faster is a must. 


Supreme Court, Appellate Division, 
Fourth Department (197 N. Y. Supp. 
2d 277) a fire insurance company re- 
fused to pay a loss occurring 10 
months after an original policy had 
expired on the ground that the policy 
had not been renewed. Admittedly, 
the insured had no written evidence 
of renewal, and it took a lawsuit to 
establish his claim that an agent of 
the company had ordered renewal of 
the old policy before it expired. 


4-HOUR| 


Better performance and fost- 
er service will build volume 
profits. And the right solvent 
can also increase plant effi- 
ciency and cut labor cost per 


dollar of throughput. 


DEODORIZED APCO 125 
DEODORIZED APCO 140 


APCO OIL CORPORATION 


OKLAHOMA CITY, OKLAHOMA 
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A bright future’ 


Announcing NID’s filmstrips 
on training sales personnel 


EVEN IN TODAY'S competition, 
some plants report 20-25 percent in- 
creases over last year. What would it 
be worth to bring some experts into 
your plant to help you get those peo- 
ple selling and selling right? Just figure 
what a small investment—say 1 per- 
cent—would mean to you. Please do 
a little mental arithmetic and calcu- 
late just what a little extra efficiency 
among your salespeople would be 
worth 

Now I would like to introduce peo- 
ple who will he Ip you make your peo 
ple ll 

First, Don 
learned about our business by being 
in it. A man who recognized the prob- 
selling drvcleaning to the 


Bright, a man who 


lems of 
public. He says: 

“Good salesmen aren't born. Good 
salesmen develop through training, 
experience, hard work, and an ambi- 
tion to succeed. Good salesmen are 
money-makers, The more you produce 
the more you earn.” 

Training counter personnel doesn’t 
have to be done by a woman, but one 
who has the right background and 
approach will be hard to beat. Jean 
says 

“I feel 'm educating our customers 

calling attention to the things 
they don’t know, or take for granted. 
or even have misinformation about 
If that’s selling, then I guess I'm a 
salesgirl 

I'm sure you feel they have the 
right idea 

But how do we get these experts 
to vou? How can they train your 


salespeople? 


Describing the filmstrips 


The answer is sound-filmstrips 
Let’s go back and see as well as 
hear our trainers. Let’s see how we 
can bring professional training into the 
plant of every drycleaner in NID, and 
at a reasonable price [Here Mr. Dono 
hoe showed sample frames from the 


filmstrips.—Editor ] 


From a talk at the annual convention of 
the National Institute of Drycleaning, Philadel 
phia, February 2-5, 1961 
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By THOMAS J. DONOHOE 


First there’s Don Bright, our sales 
trainer. 

We have to have a salesman to be 
trained, someone route salesmen can 
identify themselves with. Someone to 
help translate Don Bright's words into 
selling action. Jerry Lane is our candi- 
date for that job. 

You are probably trying to put a 
face with that female voice you heard 
earlier. Here is Jean, our counter sales- 
girl and trainer. She not only gets 
across her message but sets an exam- 
ple of how your girls should look, talk 
and sell. 

Experts in sales training learned 
long ago that if you keep your audi- 
ence laughing they digest more of 
your message. So for humor and con 
trast we include characters whom we 
do not want in our operations. Simi- 
larity 
persons not members of NID is pure- 
ly intentional 

Here is Ralph Boggs. Note his atti- 
tude toward training and sales. Bog- 
down Boggs is right, too. And this is 
Sam. Right from the bottom of the 
barrel. He looks like he just drained 
one 

Those who have seen the films at 
the Exhibit Hall give me cause to 
worry about the next character. She 
is everything a cleaner would not 
want behind his counter, but some 
might like to have her around the 
plant. Here’s Lil! (whistles from audi 
ence) Bogg’s counter girl. 

These people will do a training job 
for you. Don’t underrate them. They 
can get important selling 
across better than any living trainer 

This series of three training films is 


between these characters and 


points 


realistic. It can be shown over and 
over again to salespeople. As with ad- 
vertising and selling, successful sales 
training depends upon repetition 
These films start at the beginning, 
hit all the bases. 

“Bright Future” shows counter sell- 
ing as educating the customers to 
appreciate many things they may take 
for granted, helping the customer 
really appreciate the quality and value 
of good drycleaning. 

Don Bright and Jerry Lane graph- 
ically demonstrate the right and wrong 


way to do route selling. “Bright Fu- 
ture” explains the simple skills of sell- 
ing. The approach, the sales talk, the 
close—all are discussed and demon- 
strated. Your route salesmen will sym- 
pathize with Jerry as he bungles his 
first solicitation but they will learn 
from his mistakes. 

We couldn’t omit complaints, this 
destroyer of salesmen. Chapter three 
shows how to properly handle com- 
plaints and keep customers. 

Objections people use—price, stall- 
ing, prejudice—are put neatly into 
place as signposts of selling. Don 
Bright shows how a salesman uses ob- 
jections to make sales. How the 
trained salesman welcomes them as 
revealing the true interest of the cus- 
tomer—the things that will make her 
buy. 

These are common problems of the 
drycleaning business, but with an 
added ingredient. That is, something 
is being done at Bright’s Cleaners to 
solve the problems. What is the situa- 
tion in your plant? How well would 
your personnel answer that familiar 
cry, “Your prices are a little high?” 

I’m sure every viewer of the film- 
strips feels Jerry will turn that ob- 
jection into a reason why that custo- 
mer should consider herself among 
the fortunate few to be customers of 
Bright's Cleaners. Why? Because Jerry 
has been trained. Because Don Bright 
is developing exactly what you want 
—an efficient and productive selling 
organization. 

Your NID has started by having 
only 300 sets of the three films and 
records printed. Whether or not this 
first sales training film series will be 
the last depends upon its reception 
by the membership. 

“Bright Future” is not a complete 
sales training program. It is an aid to 
help you do a better job of getting 
those routes and stores making money 
for you. We have outlines prepared 
for more films, but it is up to you. 
Indications have been that this pro- 
gram will go over big. Of the 300 sets 
purchased we now have only 250 left. 

[All 300 sold out long before the 
end of the convention. More are re- 


ported on order—Editor.] #7 
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the longest dry cleaning “mileage” in the world 


HERE'S PROOF FROM ACTUAL USERS 


“At our last poundage check, we ran off 19,890 Ibs. on a 
consumption of 42 gallons of perc. without a sniffer. With 
careful operation, we feel we can get close to 24,000 Ibs. 
per drum of perc. The machine is terrific—the best move 
we ever made. We cannot find words too strong to emphasize 
and recommend the Spencer machine to anyone.”’ 

—UTOPIA CLEANERS, Arlington, Mass. 


“My original figures on poundage for the 100-Ib. machine in 
Perth Amboy, are a bit off . . . | consumed 208 gallons of 
perc. solvent to clean 141,900 pounds, dry weight. . .” which 
averages more than 34,000 Ibs. of cleaning per drum of 
solvent. Herbert Henoch, BOND CLEANERS, Perth Amboy, N. J. 


“At my last check, we registered 16,250 pounds of cleaning 
on our 40 Ib. Spencer ‘Junior’, per drum of solvent, without 
a sniffer! | like the unit not only for its solvent savings, but 
it also helps us save on fuel and utiilty bills . . . of course, 
we insist on quality and we get it with this unit’. 

—David Kaplan, KAPLAN CLEANERS, Allendale, N. J. 


SPENCER SENIOR 


Spencer units offer complete automation 
— batch or charge, hot or cold with 
less creasing, easier finishing and safe, 
thorough cleaning of the most delicate 
fibers. Choose from four units — 20, 40, 
60 and 100 Ib. sizes. More than 2,000 
cleaners in 30 countries call Spencer 
the “Rolls-Royce” of the industry. Assure 
yourself of long term, trouble-free per- 
formance. Full parts and service guaran- 
tee. See your authorized distributor. 


SPENCER JUNIOR SPENCER MINOR 


Partial List 
of Distributors 


Frank J. Di Tucci 
34 Skilton Lane 
Burlington, Mass. 


Metropolitan Dry Cleaning Mach. Co. 
127-19 101st Ave. 
Richmond Hill, N. Y. 


J. B. Mitchell Company 
4916-4928 W. Jefferson Bivd. 
Los Angeles, Calif. 


Industrial Distributor 


Cummings-Landau Laundry Mach. Co. 
305 Ten Eyck Street 
Brooklyn, N. Y. 


dry cleaning machines 


REPRESENTED IN THE U.S.A. BY... J. 
IN CANADA BY... 


P. SPENCER CORP. 
SIMMONDS PRODUCTS, LTD. 


SCARSDALE, 
HAMILTON, 


N. Y. 
ONTARIO 
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Iwo short courses recently completed 
graduated 18 students from 15 states 
On February 17, 13 drycleaners com 
pk ted the tenth week-long leather fin- 
ishing course and, on March 3, the 
two-week course in finishing wool gar 
ments was ¢ ompleted by five students 

The graduates of the leather finish 
ing course lames B. Coombs 
Belton Laundry Company Mount 
Airv, N. (¢ Marvin R. Gordon, Gor 
don Specialty Cleaners 
N. M.; Robert S. Harris, Jr., Johnson 
Forrester, Inc., Durham, N. |. B 
Hess, Hess One Hour Dry Cleaners 
Lititz, Pa.;: John O. Pelkey, Drvclean 
ing—John O. Pelkey, Fair Haven, Vt 
Lovd Devore, Dial Cleaners, Sandy 
William W. Venable 
Hoffman Laundry, Berlin, Md.; Debro 
L. Newman, Sumter Laundry & Clean 
ers, Sumter, S. C.; Horace H. Butler, 
Crystal Cleaners, Elgin, Ill.; Harry F 
Schute, Anton Dorfner & Sons, Inc 
Hatboro, Pa John P. Reinert, De 
Luxe Cleaners, Bismarck, N. D.; Jack 
S. Wix, Ideal Laundry, Atlanta, Ga 
and William W. Tedder, Salisbury 
Cleaners, Salisbury, Conn 


were 


Farmington 


Springs, Ga 


The graduates of the wool finishing 
Olga M. Tezak, Colorado 
Pueblo, Colo.; Ernie Mills, 


course were 


Laundry 


Institute Cleaning Plant, Silver Spring, 


Md.: Richard Belton, Belton’s Laun- 
dry Co., Mount Airy, N. (¢ Donald 
\ Poach, Reed Cleaners, Fargo 
N. D.; and William A. Morse, Morgan 
Cleaners, Atlanta, Ga 


Complete Silk Course: Seven students 
completed the 


on silk finishing. The graduat 


recently two-week 
ing students were: Dwight R. Camp 
bell, ¢ umpbell Cleaners, Louisiana 
B. Goodman, Newnam & 
Washington, D. ¢ Donald 

Reed Cleaners, Fargo 

ga M lezak Colorado 
Pueblo, Colo.; Mae D. Ber 
man, Circle Cleaners, Detroit, Mich 
Bernard L. Kaplan, Kaplan Cleaners 
Allendale, N. J.; and Kevin Joseph 
Murphy, MacCormac’s Dry Cleaning 
Ltd.. St. John’s. Nfld 


wndry 


Canada 


Recent NID Bulletins: Technical Bul 
letin T-392 is part one of a series on 
Paint Stains. Bright Future, Sales 
Training Bulletin STB-S, describes a 
new NID sound filmstrip for training 
both route salesmen and counter sales 
girls. It also suggests the most effective 
wavs of presenting the film to your 
employees P 17 ribes how a dry 


cleaner mav do an acceptable job on 
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fur garments with available equip 
ment. The bulletin outlines it as the 
“Furrier’s Method.” 

Bulletin M-74 is a continuation in 
the series of bulletins on the eight 
major basic accounts for Uniform Ac- 


The 113th General Course was com- 
pleted March 24 by 26 students, com- 
ing from 14 states and three foreign 
countries. From left to right the mem- 
bers of the course are: 

Front row: Barry Ratliff, Crescent 
Sno-White Laundry & Drvcleaning, 
Macon, Ga.; Roberto Hernandez 
Flores, Fenix Dry Cleaners, San Sal- 
vador, El Salvador; Mack V. Spelts, 
Swanson Cleaners, Sacramento, Calif.; 
E. Victor Voras, Jr., Elkhart Cleaners, 
Inc., Elkhart, Ind.; Richard Ronckov- 
sky, Harward Cleaners, Gahanna, 
Ohio; Lutfalli H. Keshavjee, White 
Rose Dry Cleaners & Dyers Ltd., Nai- 
robi, Kenya, B. E. A.; Thomas R. 
Bailey, New Franklin Laundry, Ban- 
gor, Me.; Anthony Scarano, Star Dry 

Vestal, N. Y.; James L 
Swaney, Frank's Albion, 
Pa.: L. B. Bernie Manzanares, City 
Steam Laundry. Rawlins, Wvo.: Roget 
G. Gajewski. Pitzner’s Cleaners, Nor- 
walk, Wis 

Center row: Ronald C. Katz, Emer- 


ASSUGIAIION 


Tri-Cities Activities: The Tri-Cities 
Drv Cleaners Association elected and 


Cleaners, 


Cleaners, 


installed new officers at its annual 
convention in Granite City, Ill Mrs 
Marie Hampton of Monarch Cleaners 
was elected president, and John Ozo- 
noff vice-president. Mrs. Hampton an- 
nounced that a 20-minute program, 
including a color-sound film on the 
care of clothing, is available to various 
organizations 


Golden Anniversary: This November 
the Pennsylvania Association of Dry 
cleaners will celebrate its 50th vear 
William B. Clayton, executive secre 
tary of the organization, has an- 


counting Classification. It discusses 
building overhead expenses. Bulletin 
FF-78 describes the use by fabric 
manufacturers of “built-in” interlining 
such as urethane foam and its advan- 


tages. 


ald Cleaners, Philadelphia; Norman 
L. Dickinson, Prompt Drive-In Clean- 
ers, Costa Mesa, Calif.; Ronald Jay 
Freeman, Graham & Daniel Co., Chi- 
cago; James E. Poore, Art’s Cleaners, 
Columbus, Ind.; Donald Groezinger, 
C & K Drycleaners, Inc., Elmira, N. Y.; 
Joseph R. Mahon, Shirlington Clean- 
ers, Alexandria, Va.; Jesse C. Ed- 
wards, Jr., Colonial Laundries, Inc., 
Warwick, R. L; James E. Baker, Bur- 
tol Cleaners Brantford Ltd., Brant- 
ford, Ont., Canada; Ralph DiGirola- 
mo, Falls Dry Cleaning, Ravenna, 
Ohio; Daniel Eisen, Kliegman Broth- 
ers, Inc., Brooklyn, N. Y. 

Back row: Eugene G. Kennedy, 
Richland’s Swan Cleaners, Raven, Va.; 
Frank Ho Lem, Rosedale Cleaners, 
Calgary, Alta., Canada; Leonard Mio- 
donski, North Shore Cleaners, Chica- 
go; Kenneth Marklevitz; Donald R. 
Couture, Reisner Cleaners, Berlin, 
N. H.; Frank J. Brosnan, Jr., Kwik’n 
Kleen Laundry & Cleaners, Ann Ar- 
bor, Mich 


nounced that the celebration will take 
place in Philadelphia. 


+ # 


Honolulu Convention: The annual 
convention of the International Drv- 
cleaning Congress of Pacific States in 
Honolulu has elected Jack Stacey of 
Stacey's Cleaners & Dyers president 
of the international organization. The 
convention was conducted at the Prin 
cess Kaiulani Hotel February 17, 18 
and 19. The organization includes 
states and nations rimming the Pacific 
Ocean, and delegates attended from 
Mexico, California, Oregon, Washing- 
ton, Canada, Alaska, Hawaii, Aus- 
tralia, New Zealand and Japan. 
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Harry Griffiths, Pahnke Cleaners, 


Chicago Heights, Illinois, reports: 


$3600 


EXTRA INCOME 


FROM REGULAR CUSTOMERS 


“The nicest thing about Water Repellent service is 
that you can get the EXTRA income without handling 
extra garments.” 


Counter girls and Routemen find it easy to sell this profitable 
ExTRA-CHARGE service with Street’s dramatic demonstration 
kit. Order yours today and get your share of the extra profits 
that REP-100 Water Repellent service brings. 


Counter demonstration kit and 
powerful sales tools FREE 
with each 6-gals. REP-100 


561 W. Monroe St., Chicago 6,U S.A 


50 COPYRIGHT 1960 
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YOUR DEPENDABL 


VIKING 
SOLVENT 


5 can depend upon this rugged Viking Pump 


would a true frienc always 


iry cleaners 


ver 3 smoot? 


neea a pump, 


Cedar Falls, lowa, U.S.A 
Offices and Distributors in Principal Cities + 


PLEAT-A-DRAPE 


WORLD'S FINEST DRAPERY PLEATER 
VANBAR 


FAST 


One operator—200 pleats 
per hour! Motor driven! Per- 
fect pleats faster than any 
other method now used! 


EASY TO OPERATE 


Pleating and banding is 
done in one easy machine 
operation from standing po- 
sition. Even the 30 pleat 
lined drapery is no problem 
for one operator. 


EXTRA PROFITS 


You receive extra profits from this additional 
service to your customers. The Pleat-A-Drape 
poys for itself several times in one drapery 
cleaning season. Only 3 ft. x 4 ft. of floor 
space is required for this sturdily built, effi- 
cient, fast, economical machine. 


Write for complete information 
(Jobber's inquiries invited) 


519 N. Monroe St. Decatur, 


pump, espe- 
iry lean- 


even flow 


In Canada, It's 


Note These Features: 


t 
7, Holds a high vacuum 


Fast self priming 

Does not heat solvent 

Does not diock up with lint 
Quiet operation 

No lubricating of pump required 


be sure 


ROTO-KING’’ Pumps 
See Your Classified Telephone Directory 


Clean - and -Steam 


TRENDS OF THE TIMES 


Continued from page 18 


Adoption: The Cleaning and Dyeing 
industry of Greater New York has 
initiated its 1961 United Jewish Ap- 
peal drive by “adopting” Beit Gam- 
liel, an Israeli agricultural settlement 
populated by once homeless immi- 
grants. The adoption was decided at 
a meeting of the campaign committee 
under the leadership of Chairman Jul- 
ius L. Kufller of I. Wohl, Inc. 


+ + 


Awards for Best-Dressed Students: 
Las Cruces members of New Mexico 
Dry Cleaners Association have initi- 
ated awards of $10 certificates for dry- 
cleaning services as an incentive to 
students of New Mexico University to 
compete in the University’s “best- 
dressed students of the month” pro- 
gram. For the past year only the co- 
eds have competed, but interest has 
been stimulated among the men stu- 
dents for a similar competition 


+ + 
+ 


Small Business Management Course: 
Dun & Bradstreet, Inc., 99 Church St., 
New York 8, N. Y., has issued a book- 
let describing its 
course on “Profitable Management for 
Small Business.” 


correspondence 


Continued from page 56 


tion and name in the community, is a 
distinct advantage 

It is not a question of whether o1 
not we should do it, but can we afford 
not to 

This combination of services has 
created a very busy atmosphere in 
Wethersfield. It has made an impres- 
sive effect on the community, and is 
attracting many, many more people to 
all our services 

This is an ideal operation because 
not only does it increase volume, but 
it cuts costs: 

lL. Your cleaner-spotter 
takes care of technical details; 

2. Clean-and-stem attendant takes 


regular 


care of coin-laundry; 

3. You utilize regular counter girls; 

4. It enables you to lump advertis- 
ing together; 

5. Using one building and location 
reduces overhead, All these items re- 
duce costs, which is going to be the 
deciding factor as to whether we can 
make money with future operations in 
this industry 


6. Last, but not least, this type of 
operation makes one less vulnerable to 
cut-rate cleaners. 

We are building a super service 
center of 6,000 square feet in Avon, 
Connecticut. We will have a custom 
cleaning service, shirt laundry, coin- 
op laundry, clean-and-steam and coin- 
op drycleaning, plus ticket dispensers, 
so the coin-op customers can have 
any item steamed or pressed by the 
attendant. 

I personally feel that within two 
vears customers will be so educated to 
these varied services that they will 
take full advantage of them all, ac- 
cording to their pocketbooks and 
needs. 

Up to now, at our $1.50 cash-and 
carry-prices—without these new serv- 
ices—we have served some of the 
people in our communities all the 
time; we even served all the people 
some of the time. But now we will be 
able to cater to all the people all the 
time at any hour of the day or even- 
ing. # # 
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Laundry Washer-Extractors 250-600 Ibs. 


Petroleum Machines 45-450 lbs. 


WASHEX MACHINERY CORPORATION 


@ 192 BANKER STREET, BROOKLYN 22. N.Y. @ 


/ 
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GARRY SHEPPARD 


Pantex Sales Head 


Garry Sheppard has been 
named general sales manager 
for the nationwide direct sales 
ind service organization otf 
Pantex Manufacturing Corpo- 


ration. Prior to his new appoint 
ment, he was Southern Division 
manager Ni 
position calls for him to expand 
the existing Pantex sale s torce 

Mr. Sheppard has 
the drvcleaning and 
hic Id tor Tore 
He began his training at the 
folding flatwork for 


his father in the family laundry 


Sheppard’s new 


been in 
laundry 


than 25 vears 
age ot five 


plant because of labor shortages 


during World War I 


G. B. MOERSDORF 


P & G Elevates Moersdorf 


(;. B. Moersdorf has been ip 
pou te | i te li 
in the Bulk S KA} Department 
by Procter & Gamble Distribut 
ing Company. Mr. Moersdorf 
came to P & G in 1951 


ing two vears in the Case Soap 


spend- 
Department before being trans- 
ferred to the 
now manages. He will be lo- 
cated in Summit, N. J 


cle partment he 
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Hoffman Executive To 
Advise South Americans 
Louis Lichtman, head of the 
equipment department of Hoft- 
man International Corp., has 


been chosen to visit South 
America at the invitation of 
leading Latin-American cloth- 


ing manufacturers seeking to 
modernize their plants and fa- 
cilities. His two-month trip will 
take him through Mexico, Co- 
lombia, Peru, Chile, Argentina, 
Brazil and other Latin-Ameri- 


can countries 


CHARLES A. GOBERMAN 


N. Y. Pressing Names 
Goberman 


Charles A. Goberman has 
been added to the staff of New 
York Pressing Machinery Corp. 
Mr. Goberman is a graduate of 
general and manageme nt courses 
at NID, and has a background 
of many years in the industry, 
including experience in the 
plant and in the field as rep- 
resentative of equipment man- 
ufacturers 


Sanitone Staff News 


Frank G. Forster, field engi- 
neer with the Sanitone Division 
of Emery Industries of Canada 
Ltd., has been transferred from 
western Canada to the Ontario 
urea. He will call on Sanitone 
licensees in the Toronto region 

John ] Killilea has 
named a field engineer, calling 
York 


| ong Island, and ad- 


been 


on licensees in the New 
City area 
jacent towns in New Jersey. 
William W 


the « ompany 


Gray has joined 
servicing plants 
in southern Illinois and eastern 
Missouri. He has spent several 
years in the industry. 

Gustafson 
cover the state of Oregon as a 
Sanitone field representative. 


lames E 


He has been with Emery In- 
dustrie s since 1955. 

H. F. Chord of London, On- 
tario, was recently presented 
with a 10-year service pin. He 
is district supervisor for Canada 
and manager of the Sanitone 
Division of Emery Industries of 
Canada. 


Coin-Op Cleaning 
Promotion 


Borg- 
is undertaking a 


Norge Division of 
Warner Corp 
national advertising 
campaign for coin-operated dry- 
First ad was sched- 
uled to appear in Life on May 
18. Magazines in which addi- 
tional ads are scheduled to ap- 
pear are McCall's, Good House- 
keeping, Parents, True Story 
and Woman's Day. A total of 
15 ads plugging “wait and 
wear” drycleaning are planned 
for these magazines between 
July and December. 


magazine 


leane rs. 


ROY H. SJOBERG 


White Division Manager 
Rov H Sjoberg has 


named vene ral 
of the Montpelier Division of 
The White Motor Company. He 
will be responsible for the sales 


been 


sales manager 


of the company’s P.D.Q. multi- 
stop delivery vehicles and 
Montpelier bodies. 
He was formerly vice-presi- 
dent of another automotive firm 
for nine before joining 
White. His appointment is part 
of White’s plans to broaden the 
market for its P.D.Q. vehicles. 


years 


JOHN O'DELL 


Yarbrough Branch Manager 


John O'Dell has been ap- 
pointed manager of the Louis- 
ville, Ky., branch of Yarbrough 
Supply Co., Inc. He has been 
associated with the company 
for eight years, as a salesman 
in the state of Kentucky. 


Ald Sets Up 73 Coin-Ops 


Ald, Inc., distributor of com- 
mercial Westinghouse coin-op- 
erated laundry equipment, is 
currently completing — installa- 
tion of Westinghouse coin-oper- 
ated drycleaning machines in 73 
Laundromats across the coun- 
try. These Laundromat installa- 
tions are pilot stores to acquaint 
the public with the operation, 
limitations and possibilities of 
the new 
ment. 


Westinghouse equip- 


Training Project for Service Technicians 


Attending a special school 
set up by Small Equipment 
Sales of American Laundry Ma- 
chinery Industries in Cincinnati, 


Ohio, are Econ-O-Wash serv- 


THE 


ice technicians. The men stud- 
ied new equipment designed 
for coin-operated laundry and 
drycleaning establishments. 
Continued on page 74 


NATIONAL CLEANER 


NEWS he allied trad 
from the allied trades 
| 
NASB 
ge 

{ 

% 

2 
| 4 

4 
| 


Every type of clothing spot — including perspiration —can easily be 
removed on a Cissell Spotting Board due to concentrated vacuum — 
located in the nose of the board. Here’s how... 

Operator places clothing so spot is directly over 3” vacuum ring. 
Foot-operated vacuum holds garment in position, operator’s 
hands are free to apply spotting solution with gun. Vacuum Spot- 
ting Board is fast . . . efficient. It eliminates feathering, sizing rings, 
discoloration and “blow-off” with dry steam. Wetted areas are kept 
under control. In dry-cleaning, Cissell Concentrated Vacuum pro- 
vides rapid drying . . . removes solutions without leaving “unsightly” 
ring. The white opal glass surface makes spots easy to see. 

Why use less efficient spotting methods, when you can have a 
Cissell Spotting Board with Concentrated Vacuum? Consult Your 
Jobber for complete details ...and for information about other 
Cissell Finishing Equipment . . . Offset Press ... Form Finisher .. . 
Low-Boy Steam Electric Iron . . . Puff Irons . . . and Steam Finish- 
ing Board. W. M. Cissell Mfg. Co., Louisville, Ky. Pacific Coast 
Office, 4823 W. Jefferson Blvd., Los Angeles. 


1961 
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a the only spots a Cissell Vacuum Spotting Board can’t remove! 
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Continued from page 


JOHN BELLAMY 


Pantex Appoints Bellamy 


Pantex Manufacturing Cor 
poration has appointed John 
Bellamy as district manager in 
charge of its Atlanta district 
He succeeds Garry Sheppard 
Mr. Bellamy is a veteran of the 
drycleaning industry, and is fa 
miliar with all phases of laun 
dry and drycleaning operations 
This experience Pantex feels 
makes him particularly well 
qualified to issist 


with their production problems 


customers 


SLRA Adds Indianan 


The Suede ind Leather Re- 
finishers of America has ad- 
mitted the Graydon Collier 
Cleaning Plant, Anderson, Ind., 
to membership in the organiza 
tion. The new member plant 
known as a quality cleaner, in- 
tend to concentrate ¢ ‘ In 

reasing volume of suec ind 


le ithers 


Norge Product Manager 
Norge Division of  Borg- 

Warner Corp. has appointed 

Eugene W. Hubert product 


manage! the new Norge 


coin-op drycleaner and other 
commercial equipment. He will 
direct sales of the new cleaner 
and other Norge appliances. Mr. 
Hubert has been with Norge 
since September 1959. He was 
previously in an executive ca- 
pacity with another large laun- 
dry appliance manufacturer. 


International Harvester 
Names Thornell 


R. A. Thornell has _ been 
named general supervisor of 
Metro sales for the motor truck 
division of International Har- 
vester Company. In his new po- 
sition Mr. Thornell will direct 
national sales activities for all 
International multistop trucks 
with Metro bodies 


RAY J. SMITH 


Pennsalt Names Smith 


Ray J. Smith has been ap- 
pointed supervisor of market- 
ing services, Laundry and Dry 
Cleaning Department of Penn- 
salt Chemicals Corporation. Mr. 
Smith joined Pennsalt in 1926, 
and has held several important 
field sales positions. He will be 
located in he adquarte rs offices 


in Philadelphia 


Ajax Presents Annual Oscar Awards 


Ajax Pressing Machine Com- 
pany’s gener il manager Ni ho- 
las Strike, is shown presenting 
the 1961 Annual Ajax “Oscar” 
Award for outstanding achieve- 
ment and dealer excellence to 
a leading Ajax distributor, Lud 
wig Mohr of Germany 

Left to right John Strike 


Al Libman, Keystone Laundry 
who won one of the outstand- 
ing individual dealer perform- 
ince awards George Strike: 
Mr. Mohr; Morris Gerber, Key- 
stone Laundry Machinery Co.. 
who also won a dealer award: 


and Nicholas Strike 


ROBERT CUDD 


Wichita Appoints Cudd 


Wichita Precision Tool Co., 
Inc., has appointed Robert 
Cudd sales representative for 
the North Central states. He 
will handle the complete line of 
Adjusta-Form equipment and 
will also service users of Pil-O- 
Bar units. Mr. Cudd will travel 
in Ohio, Kentucky, Indiana, IIli- 
nois, Michigan, Wisconsin, Min- 
nesota, Iowa, Nebraska, North 
and South Dakota, Kansas City 
and St. Louis. 


Manager of Board Sales 


Edmund B.  Pettiss, who 
joined International Paper Com- 
pany in 1937, has been ap- 
pointed sales manager of the 
firm's Southern Kraft Board 
Division. The Board Division is 
responsible for domestic sales of 
linerboard, corrugating medium 
and various specialty boards. 


CLYDE B. CAPPS 


Gibbons to Exhibit Staff 


John P. Gibbons has become 
a member of the staff of the 
Laundry and Cleaners Allied 
Trades Exhibit Corporation. Mr. 
Gibbons has a wide background 
in advertising, sales promotion, 
exhibit management and pub- 
lic relations. 


WILLIAM L. BRAUN 


New Vacuum Systems Firm 


The formation of B-Vac Cor- 
poration has been announced 
by its president, William L. 
Braun. The new company, with 
headquarters in Norwalk, Conn., 
will manufacture a complete 
line of air vacuum systems 
B-Vac is already in production 
for a leading U. S. finishing 
equipment manufacturer and 
has secured a number of dis- 
tributors. 

Mr. Braun is well known in 
the field of vacuum unit manu- 
facture. 


GLEN C. SHOOP 


Clyde Capps Retires; Cissell Names Successor 


Clyde B. Capps, with W. M. 
Cissell Mfg. Co., Inc., for 25 
years as head of the West Coast 
office, retired recently. Suc- 
ceeding him as West Coast 
representative is Glen C. Shoop 
who has been associated with 
Mr. Capps in that office. 

Cissell has also announced 


THE 


the appointment of Johnny 
Watts as office manager of the 
Cissell headquarters in Los An- 
geles. He was previously with 
the Louisville office. 


Chief Plant Chemist 
Edward W. Mitchell has 
been named chief chemist of 
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EDWARD W. MITCHELL 


the Lefevre Chemical Com- 
pany’s Oklahoma City plant. 
He will be in charge of the 


production of Ex-It and various 
allied products for the industry. 


Per's Third Expansion 


Per Corporation is undertak- 
ing its third major expansion 
move in as many years at its 
main plant in Orange, N. J. The 
new facilities, which will in- 
crease plant area by about 33 
percent, are designed to meet 
the growing demands for filtra- 
tion equipment. 


Textile Firm Expands 


Cotton Industries 
has entered the dry- 
cleaning and laundry fields on 
a national basis. Items the com- 
pany spec ializes In mc lude press 
flannel, feed rib- 


and other accessories. 


Textile 
Chicago 


cove;rs, pads, 


bons 


NEW PRODUCTS —continued from page 6 


For Zim 
merman Products, 2519 Burnet 
Ave., Cincinnati 19, Ohio. 


more information: 


Perc Pump 


A lightweight portable pump 
has been designed for transfer- 
ring perchlorethylene from stor- 
equipment. The self- 
priming, diffuser-type pump has 
a % hp. motor and patented 
Remite seal. The 
carrying handle 
duty cord with 
switch 

For additional information 
Marlow Pumps, Division of Bell 
& Gossett Midland 
Park, N. J. 


age to 


pump has a 
and a 


a built-in off-on 


heavy- 


Company, 


Washer-Extractor 


The Power-Ramic 75-pound 
washer-extractor features a 20- 
inch door opening, and is spring- 
mounted for installation on all 
types of floors. It has a 44-by-18 


1961 


- action 
avail- 
auto- 


open - pocket 
cylinder. The machine is 
able in and fully 
matic models with supply injec- 
tion 

For information: The 
Prosperity Company, Division of 
Ward Industries Corp., 701 
Nichols Ave., Syracuse 1, N. Y. 


reversing 


semi- 


more 


Side-Firing Boilers 

A new line of automatic self- 
contained horizontal boilers fea- 
a side-firing design to re- 
floor-space requirements. 
Boilers are rated at 6, 12, 15, 20 
and 30 hp. at 100 or 125 
pounds working pressure. They 
fire either oil, oil-gas 
combination. Firetubes are com- 
pletely immersed in water to 
eliminate water-line corrosion. 

For additional information: 
Lookout Boiler & Manufactur- 
ing Co., Manufacturers Rd. and 
Compress St., Chattanooga 5, 


tures 
duc 


gas or 


Tenn. 


Fast-Cycle Drycleaner 


drycleaner 
Valclene, a 
cleaning solvent re- 
cently developed by the Du 
Pont Company, is being engi- 
neered by Whirlpool Corpora- 
When available, the new 
will clean a full 8- 
pound load in 20 minutes or less 
instead of the 50 minutes re- 


A new coin-op 
which will use 
short-cycle 


tion. 
machine 


you can really “CLEAN UP” with a 


RELIABLE STORAGE VAULT 


Everywhere you go plant owners 
will tell you... “My Storage Vault 
brings in my most profitable busi- 
ness; it is the easiest to handle, and 
it keeps us busy during the norm- 
ally slow months.” Storage also 
puts waste space to work and gives 
a higher return on a comparable 
investment that might be made on 
other equipment. 

Indeed, why settle for half when 
you can install a Reliable Storage 
Vault now? Reliable Package Units 
give you a choice of “dry” or “cold” 
storage . . . and we will do the 
planning, engineering and financ- 
ing. All you do is make the profits. 

Most Reliable installations 


pay for themselves the first year. 
Write for full details today! 


RELIABLE MACHINE WORKS, INC., 


231 EAGLE STREET, BROOKLYN 22, N. Y. 
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PRESS THUMB OVER HOLE 

fom vacuum 

CONTROL 

WO MOVING 
PaRTS 


Ano 
aparree 


Cy 


CHECK VALVE AND SIPHON HOSE 


NEW 
IMPROVED 
SPRAY 
SPOTTING 
GUN 


With Chemical 
Contro! Valve 
Knob. 


PATENT 
No. 2-619-921 


STEAM 
OR AIR HOSE 


Designed for both pre-spotting and spray spotting, this new patented 


moisture control gun operates on air or steam. Adaptable te any spot- 


ting board. Pre-heats spotting solution for double cleaning power. Check 


valve keeps gun primed for fast action. Use for regular spotting or as 


a pre-spotter. Ideal for sizing and water proofing. 


The Gun 


Adapter and Brush 


Replacement Brush, 134" x 


$13.95 


$ 2.25 
$ 1.70 


Deluxe Water Spray Gun 


A light weight, all brass, 


nickel-plated, 


non- 


corrosive gun with improved no-drip spray. Es- 
pecially trouble free because it is simple in de- 


sign and construction 
line or steam condenser 
dreds of plants 


Complete with Strainers, Hose and 
Suspension Spring 


Replacement Hose with 
Suspension Spring 


sently ivailabl 
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New Model Prosper Cleaner 


The new 
Kleen 

tures separate re 

tra large filter 

subfilter with ampl 

to receive filter 


cleaning 
| 


per 


complet cycle 


matically times 
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Attaches direct to water 
A popular item in hun- 


$ 8.50 


$ 2.25 


For Phe 
Prosp rity ( mpany Division 
of Ward Industries, 701 Nichols 
Ave N 


more information 


Syracuse | 


New Norge Coin-Op 
l he Norge B-W 


operated — line of drycleaning 
will be availabl 
units or combinations of 
ht. 
on extra indi- 


new com 


machines in 
Sin le 


two SIX OF eig 


idding 
he 


itures 


with pro- 
mion for 
vidual units line car- 

s the fe 
Norge 


cluding 


new 
of the 


hine, 


re gular 
le 
che p bath 


variable drying 


in- 
cleaning and 
further information 
Norge Division, Borg-Warner 
Corp., Merchandise Mart Plaza, 
Chicago 54, Ill 


For 


ECONOMY 


HANGING SCALE 


Ideal 
weight. 


Scale for selling 


‘ STANDARD 
SCALE BASKET 


16” x 18” x 32” heavy 
gauge steel wire basket with 
removable plastic liner. Ca- 


pacity 60 Ibs. Steel carriage 
with 3” ball bearing casters. 
Weight figures are reflected 
in magnifying mirror and 
plainly visible without stoop- 


service by 
Heavy gauge metal basket. 


Attractive scale graduated to pounds 


and half pounds 
of Weights and Measures. 
up to 100 Ibs. 

Scale and basket as shown 


With stand add 
Scale alone 
Basket alone 


Approved by Dept 
Capacity 


$24.00 


Send for 1961 Catalog. 


Sold by Drycleaning & Laundry Jobbers 
Throughout the World. 


NEWHOUSE SPECIALTY CO. INC. 3827 San Fernando Road, Glendale 4, Calif. 


Up and Down 

The basic White p-N-Down 
call office 
down at a 
floor andl between 
two floors, freeing floor space 

A catalog describing the 
cial shapes of these 
their 
from 


conveyor 
5 
ceiling 


goes up or 
angle between 


or 


spe- 
convevors 
and 
ible 
Write for a 
Machine 

Boright Ave 


avail- 
manufacturer 
to: White 
mpany, Inec., 50 


Kenilworth, N. J. 


applic tions 1s 
the 
copy 


Prebuilt Pickup Station 

Prebuilt 
cleaning 
stations 


buildings for dry- 
and laundry pickup 
up to 60 by 12 feet 
are being introduced for sale or 
lease. Exterior walls are fully 


THE 


insulated and covered by 
baked-enamel aluminum siding. 
The buildings can also be pre- 
pared for finish in brick, 
crete block, stucco or other ex- 
terior finishes. Interior finish is 
hardwood paneling on walls, 
hardwood or acoustical tile on 
ceilings, vinyl tile The 
building is constructed with a 
drive-in and 
complete with heating, 
ditioning and rest rooms. The 
building can be moved from 
its original location if the owner 


con- 


fle 
window comes 
air con- 


desires. 

For information: Mid- 
way Sales Company, Grapevine 
Tex. 


more 


New Pantex Lease Plan 


plan featuring 
no down payment and 
as five years to pay for equip- 
ment is being offered by Pantex 
Manufacturing Corp. The 
be arranged to cover 
of equipment 
fitted to each owner's 
ual Installation be 
three-, four- or five- 
year arrangements. 
For information: 
tex Manutacturing Corp., 
660, Pawtucket, R. L. 
ada, Pantex 
(Canada) Ltd., 
Montreal 9, Que. 


A new lease 


as long 


plan 
can any 
type and can be 
individ- 
needs can 
made on 

le ase 
Pan- 
Box 
In Can- 
Manufacturing 


5653 Pare St., 


more 
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Coin-Op Combination 


Unimac’s new Model 600 
washer-rinse-extractor combina- 
tion is specifically designed for 
coin-operated use. The plexi- 
glass “See Thru” rinse-extractor 
cover lets the customer observe 
the action of the Jetspray rinse- 
extraction. Protectomatic 
meters reject slugs, counterfeit 
coins and any coin other than 
that for which the meter is set. 
A built-in counting device auto- 


com 


matically counts coins. 

For additional information: 
Unimac Company, 802 Miami 
Circle, N.E., Atlanta 5, Ga 


Filter Booklet Offered 


A booklet has been published, 
giving the details, 
specifications and prices of 13 
different capacity models of the 
Per-Flex Combo filter 


complete 


For copies write: Per Corpo- 
ration, P. O. Box 305, Orange, 


Floor-Finish Attachment 


This new spray-buff floor ma- 
attachment is designed 
for patching or restoring floor 
finishes in selected areas during 
routine buffing operations. A 
polished metal container mounts 


chine 


on the machine handle, and a 
clear plastic 
spray nozzle 


hose leads to a 
attached to the 
A lever and dis- 
charge valve allows the oper- 
ator to wax-water or 
resinous-water solution. 

For more information: Multi- 
Clean Products, Inc., 2227 Ford 
Parkway, St. Paul, Minn. 


base casting 


spray a 


Clesco Larger Capacity 
Cleaner 


Clesco 420-DC and 220-DC 
coin-operated drycleaning ma- 
chines are available in quad- 
ruple and twin models of single 
construction. They come com- 
pletely piped and wired and in- 
clude a remote solvent storage 
tank package including filter 
and cooker. 

The new machines offer 15- 
pound capacity with a 45-min- 
ute cycle. The units have a 
separate %4 hp. motor to spin 
higher r.p.m. for 
greater extraction speed. 

For more information: Clesco 
National Products, Inc., 249 W. 
Mitchell Ave., Cincinnati, Ohio. 


loads at a 


Rounded-Edge Guards 


Grippo Trouser Guards now 
feature a new rounded end to 
make it easier to slip plastic 
bags over the hanger. The new 


ends are also said to prevent 
snagging when turning corners 
on a conveyor line. 

For additional information: 
L. M. Leathers’ Sons, 675 
Pulaski St., Athens, Ga. 


Signal Spotting Offer 


To introduce Mr. Signal 3-D 
Spray Spotter, a valveless spray 
spotting gun is being given by 
the manufacturer with every 
case purchased. The gun works 
with either air or and 
can be used for prespotting, 
spray spotting, sizing and wa- 
terproofing. 

For more information about 
the offer, which expires June 1, 
write: Signal Chemical Manu- 
facturing Company, 5020 Rich- 
mond Rd., Bedford, Ohio. 


steam 


America’s Most Successful Plant Operators Specify COLUMBIA HRT Boilers 


AMAZING* 


*Horizontal Return 
Tubular type, suitable 
for firing by gas, light or 


heavy oil . . . or interchangeably 


by gas or oil. 2 to 100 hp. 


says Mr. Samuel Britt, 
Central Cleaners, Milton, Mass. 


Proof of value is in performance . . . the kind of 
performance reported to us by Mr. Britt in a recent 
letter, typical of the praise that comes our way from 
almost every part of the globe. Says Mr. Britt: 


*K “| have been using COLUMBIA high pressure boilers 
in my cleaning operations for many years. .. . They 


have given me efficient, 


economical, trouble free 


service. It is AMAZING how much steam these boilers 
supply and yet how low my fuel bills are.” 


OLUMBIA 


HRT* fully packaged boilers produce more steam per dollar 
invested, more steam per dollar spent for fuel. 


For a descriptive booklet and full information, write 


Dept, N-51... 


COLUMBIA BOILER CO. of POTTSTOWN 


Pottstown, Penna. 
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NEW and 


Exclusively for YOU! 


U. S. Model 
718-2 


Blind Stitch Machine 


For FAST, 


PROFITABLE 
ALTERATIONS 


on all Materials 


HEMMING 
Dresses 
Skirts 

Coat Bottoms 
Linings 
Sleeves 

Cuffs 

Etc., etc., etc. 


Write for 
New Brochure 


Service centers in all principal cities 


U. S. BLIND STITCH MACHINE CORP. 


231 West 29th St., New York 1, N. Y. 


LAck. 4-9144 


‘with the Drycleaning Industry 
INSURANCE AT COST! 


National Indemnity Exchange 
National Fire Insurance Exchange 


3820 WASHINGTON BLVD. 


ST. LOUIS 8, MISSOURI 


north central 


Bernard Shackleford, partner in 
Dresswell Cleaners, Whitehall, 
Mich., has purchased the inter- 
est of Glenn Stockwell and is 
now sole owner 


An open house was held at the 
new Buffalo (Minn.) Dry Clean- 
ers, 211 First St., S.. by owner 
Ken Ernesti. 


A fire, apparently touched off 
by an explosion, caused exten- 
sive damage to Paramount Dry 
Cleaners, S. Third and Court 
Sts., Hamilton, Ohio. 


One Hour Martinizing Cleaners 
has been opened at 606 Colum- 
bus St., Ottawa, IIL, by Carl 
Lewis and Roy Baldwin. 


Illinois Cleaners and Furriers, 
315 E. Main St., St. Charles, 
Ill., is celebrating its fiftieth 
anniversary. The firm was 
founded by Max and Ben 
Neumark in Batavia in 1911. In 
1913 Max moved to St. Charles 
marking the start of branch 
stores and plants. George Neu- 
mark, son of Max, is now presi- 
dent 


Gullin & Bois Cleaners has 
opened a drive-in unit at Broad- 
way and 15th St., Rockford, III. 


Bell Cleaners is among the firms 
opened recently in a four-unit 
store building at 1214 Wau- 
kegan Rd., Wilmette, III 


An open house was held re- 
cently at Bob’s Cleaners, Stew- 
artville, Minn., by Bob and 
Lois Barthelme. 


The formal opening of Daven- 
port Cleaners’ new plant at 
20th and Pierce Sts., Sioux City, 
Iowa, was held recently by Bob 


and Bill Davenport. The pres- 
ent operators represent the third 
generation of the same family 
to run the business since it 
was founded by their grand- 
father, W. C. Davenport, in 
1909. Until recently, the com- 
pany was managed by their 
tather, Chester. 


Mastercraft Cleaners, Chicago, 
Ill., recently marked its twenty- 
fifth year in business. The firm, 
owned by Joe Liebow and Ed 
Utroska, has locations at 3145 
and 3558 Irving Park and 4362 
Elston Ave. 


Jerry Eggleston is now sole 
owner of Eggleston’s Cleaners, 
Tecumseh, Mich. He was for- 
merly in partnership with his 
father, Halsey. 


Coty Cleaners and Shirt Laun- 
dry, 6583 Commerce  Rd., 
Keego Harbor, Mich., held a 
grand opening celebration re- 
cently. Owned by the G. M. 
Seraydarians, Coty is a division 
of Kameo Cleaners of Detroit 
and Union Lake. 


One Hour Martinizing Cleaners 
has been opened in the Gray- 
sher (Minn.) Shopping Center. 


Bishop Cleaners has been es- 
tablished at 7530 Southeastern 
Ave., Beechgrove, Ind. 


Brothers Jack and Jerry Bolen- 
der have purchased Clark 
Cleaners, Salem Pike between 
Beechmont Ave. and Dunn Rd. 
Cincinnati, Ohio, from Mr. and 
Mrs. Cecil Clark. 


Gunderson Cleaning, Laundry 
and Linen Service has been 
opened in the Fox Point Shop- 
ping Center, Neenah, Wis 
Douglas Gunderson, owner, is 
vice-president of the Wisconsin 
Institute of Laundering and is 
on the advisory board of the 


GAS BOILERS 


Vertical tubular 
Vertical flueless 
Portable horizo 


OIL BOILERS 


Vertical tubular 
Vertical flueless 
ntal Portable horizontal 


Fully automatic units including boiler feed or complete 
return systems. All boilers ASME Code & National Board. 


Specializing in boilers for the garment 
and cleaning trades since 1916. 


Over 10 sq. ft. heating surface per H. P. all sizes of HRT's. 


P. M. Lattner Mfg. Co. 


Cedar Rapids, lowa 


Dealers & Distributors most everywhere 


THE 
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American Institute of Launder- 
ing. 


Gloria D. Labry and Mrs. Rob- 
ert Chestnutt are the new own- 
ers of Lakeside (Ohio) Dry 
Cleaners & Shirt Laundry, 1623 
W. Ninth St. The firm was 
formerly owned by Harry Bu- 
onomo. 


southwest 


Eldridge and Enid Calvert have 
opened Calvert's E. and E. 
Cleaners, 105 E. Main St., 
Sayre, Okla. The owners oper- 
ated Calvert's Cleaners in Chey- 
enne for 26 years. 


Medallion Cleaners has been 
established at 17039 Ventura 
Blvd., Encino, Calif., by Frank 


Kolley. 


Ed Francis has purchased Re- 
liable Cleaners, 2636 E. Col- 
lege, North Las Vegas, Nev., 
from the Laceys. 


Johnny and Jerry Barrera have 
opened Johnnie’s Cleaners, 117 


W. Pacheco, Los Banos, Calif. 


Mr. and Mrs. Arthur Kloesel 
have installed new equipment 
in Star Cleaners, Hallettsville, 
Tex. 


Cleanatorium Cleaners has com- 
pleted remodeling of its branch 
at 3873 Dam Rd., El Sobrante, 
Calif. 


Mr. and Mrs. Frank Hartley 
have opened a drycleaning 
plant in Olathe, Kans. Mr. Hart- 
f y was assistant manager of the 
Naval Air cleaning 
service for and a half 
years, 


Station 


seven 


Bill Giffin, owner of Lux Clean- 
ers, Menlo Park, Calif., has in- 
stalled new equipment to fur- 
ther modernize the plant. 


The grand opening of Fanset 
Cleaners & Laundry branch of- 
fice, Burbank, Calif., was held 
recently at the Cracker Barrel 
Center, 1111 W. Ala- 


meda Ave. 


Laundry and Cleaning Village, 
which includes coin-operated 
drycleaning equipment, has been 
opened at 201 S. Glendale Ave., 
Glendale, Calif. 


Don Dorough has changed the 
name of his drvcleaning estab- 
lishment at 6468 Moraga Ave., 
Oakland, Calif., to Dorough’s 


French Cleaners. 


Val-U-Center Cleaners has been 
opened in the new Val-U-Cen- 
ter at S. Virginia and Mount 
Rose Sts., Reno, Nev. 


MAY, 1961 


Mr. and Mrs. V. R. Philbert, 
who together with Mrs. Ruth P. 
Cody purchased Cascade Clean- 
ers, 54 Bolinas Rd., Fairfax, 
Calif., from Jean Lestanguet 
last November, have now as- 
sumed the entire business oper- 
ation. 


The main plant and office of 
Virginia Cleaners, Shattuck Ave. 
and Virginia St., Berkeley, 
Calif., were damaged by a two- 
alarm fire recently. 


Amos Emerzian has opened his 
new and enlarged Nu-System 
Cleaners & Launderers at E. 
Front and First Sts., Selma, 
Calif., across from its original 
lox aaon. 


The new $100,000 expansion 
program of Valley of the Moon 
Cleaners, Boyes Hot Springs, 
Calif., is now under way, ac- 
cording to the owners, Mr. and 
Mrs. Andy Trotto. This will in- 
clude a building addition to 
house a commercial laundry. 


Glenn Griggs is the owner of 
the new Elco Cleaners, 624 W. 
La Palma Ave., Anaheim, Calif. 


Payless Cleaners has opened a 
branch in the Elk Grove (Calif.) 
Shopping Center on Elk Grove- 
Florin Rd. 


Lulu Mae Campbell has pur- 
chased Houchin Cleaners, 
Bridgeport, Tex., from Mr. and 
Mrs. E. Houchin. The firm will 
be operated as Lu’s Cleaners. 


northeast 


M&L Cleaners has been opened 
in the Arcade at 117 W. Main 
St., Moorestown, N. J., by Vin- 
cent Maltese. The new estab- 
lishment will eventually replace 
the one at 59 E. Main St. M&L 
also has an outlet at 221 Chester 
Ave. and a store in Medford 
Lakes. 


An open house was held re- 
cently at Williamson’s Cleaners 
on Montezuma St., Lyons, N. Y., 
by Mr. and Mrs. Williamson. 


Ed’s Cleaners has been estab- 
lished by Edward Terchun on 
the Montauk Highway, Hamp- 
ton Bays, N. Y. Mr. Terchun 
also owns a drycleaning estab- 
lishment in Montauk. 


The newest unit in the Taft 
Cleaners chain has been opened 
at 320 Irvington Ave., South 
Orange, N. J. Charles Schapiro 
is president of Taft. 


Roy A. Hoover has opened a 
drycleaning plant at 1135 Orr 
Ave., Kittanning, Pa. 


Get 50% More Steam Diffusion and 
Filtering action at No Extra Cost 


EASY Pressing 
PERFECT pressing 
EVEN steam 

SAFE pressing 


ONLY GROSS STAR 
gives you THREE times 
the steam-filtering ac- 
tion. 


No other 

Grid Plate can 

possibly be as safe 

as GROSS STAR because —" 
NO other Grid Plate has the patented 
filter screen that gives 100% protec- 
tion against hot spots, moires, jetting 
and nickel marks. Billowing clouds of 
TRIPLE-filtered steam provide exact 
steam temperature for faster, safer 
production on ANY fabric —Wash-N- 
Wear, delicate synthetics, silks, wools, 
cottons . . . ANYthing. And the per- 
manently napped pressing surface 
makes “‘shine’’ impossible. 


1 perforated liner 
2 PATENTED filter 
screen 
perforated grid 
3 plate 
(with napped 
surface) 


COSTS LESS THAN YOU'D GUESS 
TRIPL SINGLE 
SAFE PLATE 


Under 46” . .$29.75. .$16.85 
Over 46” ... 38.75.. 21.75 
Mushroom 21.75.. 12.50 


When ordering from your jobber — insist on 


GROSS STAR TRIPL-SAFE GRID PLATE 


PATENTED WITH BUILTIN 


co. 
1708 S. STATE ST. CHICAGO 16, ILL. 


ove paps. | 


IMPROVE 
CUSTOMER 
RELATIONSHIP 


Use 
MOCO 
DYE PADS individual Pd 


For spot-dyeing chafed, $1.95 each 
color-gone and discolored areas 


Here's a must for every plant to cut costs, reduce claims and keep 
satisfied customers. Moco Dye Pads give a permanent dye to worn, 
chafed or bare areas — pressing sets color permanently, will not 
come out in future cleanings. Complete set of 15 colors, each pad 
individually packed in glass jar — entire set in sturdy wooden case. 
One set lasts for years, replace individual pads when necessary. 


15 STANDARD SHADES 


Light Brown Red 
Violet Pink 
Wine Orange 


& 
5215° per set 


Black 
Gray 


Brown 


Yellow 
Light Green 
Green 


Light Blue 
Medium Blue 
Dark Blue 


MOCO Dye Pads are available from your distributor 


PACKAGE CHEMICAL CO., INC. 


218 W. First St., Boston 27, Mass. 


| 
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_ Have the PATENTED Filter Screen 

Built In For EXTRA Safety 
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Ze-DRAPE FOLDER 


Increase 
YOUR HOUSEHOLD SALES 


Ze-Drape Folder, the profes- 
sional folder, wil! enable you to 
do big drape.cleaning orders 
. with one operator, using 
3x3 feet space, 10 feet high 
Finished with decorator folds. 


New electronically oper- 
ated folder available. 


products 


Cincinnat 


Send for FREE Illustrated 
Zimmerman Co Literature 


9, Ohio 


PUT 
on the Record 


The simplest, most convenient way of 
keeping a list of your customers, their 
addresses, the orders they send in, the 
amount they pay. 


NO. 39 DRY CLEANERS RECORD FORM 


Provides space for recording this necessary in- 
formation with minimum effort. Whether your 
plant is large or small, whether you prefer a 
bound volume or loose-leaf type, your needs 
will be answered by one of these three editions: 


No. 39 Senior Recorp Book—400 Pages 
(10,000 entries). Durably bound in heavy 
duck with leather covers 


No. 39 Junior Recorp Book—48 Pages 
(1,200 entries). Board covers, marbleized 
binding 


Loose LEAF SHEETS: 


ALL PRICES 250 
PREPAID 500 
1000 


THE NATIONAL CLEANER 
466 Lexington Avenue, New York 17, WN. Y. 


southeast 


Mr. and Mrs. Fred R. Toney 
have purchased Jones Cleaners 
and Dyers, 112 W. 14th St., 
Little Rock, Ark. The firm will 
be renamed Jones One-Day 
Cleaners. 


City Dry Cleaners and Laundry 
of Miami, Fla., has opened a 
unit in Punta Gorda. 


Myers Cleaners, 844 S. Florida 
Ave., Lakeland, Fla., owned by 
Roswell and Marie Myers, has 
opened a drive-in branch at 812 
Main St. 


A storage vault has been added 
at Vidalia (Ga.) Cleaners, 218 
W. Main St. 


Lafayette Cleaners, 1707 Au- 
gusta Rd., Greenville, S. C., has 
completed a modernization and 
equipment installation program, 
according to Bill Honeycutt, 
owner, 


A grand opening celebration 
was held recently at One Hour 
Martinizing Cleaners, 649 W 
New York, De Land, Fla., by 
Frank Woodruff. 


City Cleaners, 10th and Pine, 
Lumberton, N. C., has added a 
storage vault. 


northwest 


Benson Cleaning and Laundry 
Village, coin-operated dryclean- 
ing and laundry plant, has been 
opened at 2916 N. 6lst St., 
Omaha Neb.. by South Side 
Cleaners and Laundry 


Observing 56 years in business, 
Toman Cleaners, Mandan 
N. D., held an open house in its 
newly remodeled building. Ber- 
nard Toman, son of the founder 
Is manaer, 


Ivan Ford, owner of Community 
Cleaners, Sargeant, Neb., has 
announced plans to open a 
coin-operated laundry in the 


Mina Parkison Bldg 


Avel Diaz, owner of Quality 
Cleaners, Burns, Ore., has pur- 
chased Burns Cleaners from Mr. 
and Mrs. Richard Mayo. The 
latter concern will be used as a 
call station. 


Ruth Natter has announced ex- 
tensive remodeling at Reliable 
Cleaners, Pinedale, Wyo. 


A grand opening was held re- 
cently at Dobbs Cleaning and 
Laundry Village, Bellevue, Neb. 
The firm offers coin-operated 
drycleaning and laundry facili- 
ties. 


W. Blake Down has established 
a coin-operated drycleaning 
concern in Oswego, Ore. 


Canada 


Bernard Lewis has announced 
plans for the establishment of a 
coin-operated drycleaning and 
laundry concern at 2167 Vic- 
toria Park Ave., Scarborough, 
Ont. 


Mr. and Mrs. Jack DeHoey are 
the new proprietors of Andy's 
Modern Cleaners, Tilbury, Ont. 
The DeHoeys also have an in- 
terest in Thamesville Dry Clean- 


ers. 


An open house was held recent- 
ly at Imperial Cleaners, 174 N. 
Mitton, Sarnia, Ont. 


A grand opening was held re- 
cently at Gem Cleaners, located 
on Pine St., Castlegar, B. C. 


Door prizes were offered at the 
grand opening of Surf Cleaners 
and Shirt Launderers, Campbell 
St. and Terminal Ave., Na- 
naimo, B. C., by Gerry Osborn, 


Prince Rupert (B. C.) Cleaners 
and Laundry Ltd. on McBride 
St., owned by Hugo Kraupner, 
recently marked its 25th anni- 
versary in business. 


Aylmer (Ont.) Cleaners has 
opened a unit in Ridgetown. 


OBIVUARIES 


H. B. Emerzian, 67, operator of a drycleaning establishment 
in San Francisco, California, for many years, died recently 
after a brief illness. Mr. Emerzian is survived by his wife 


and three sons. 


Ann Grosso, 51, who with her husband operated Lake Dry 
Cleaners in Wonder Lake and Woodstock, Illinois, died 
recently. Mrs. Grosso was a member of Women of the 
Moose, Woodstock Chapter. Surviving is her husband, Tony. 
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Bernard Hoffman, 47, president of Hoffman Cleansers of 
Dorchester and Holbrook, Massachusetts, died recently. 
Born in Malden, he attended Boston University, and was a 
member of Garden City Lodge AF&AM. Surviving are his 
wife, father, mother, daughter and two sons. 


Ellis McKubbin, former owner of Fashion Cleaners, Scotts- 
bluff, Nebraska, died recently. Mr. McKubbin was a former 
officer of the Scottsbluff Drycleaners Association, and assist 
ed in sponsorship ot the group's sec tional programs. 


Herman Sacks, 68. retired owner of West Park Cleaners 
and Dyers, Philadelphia, Pennsylvania, died in a hospital 
recently. Mr. Sacks is survived by his wife and two daugh- 
ters. 


Charles L. Walker, 57, operator of Charles L. Walker Dry 
Cleaners, Indianapolis, Indiana, died recently following a 
brief illness. Mr. Walker was a lifelong resident of Indian- 
apolis. He was a member of Pentalpha Masonic Lodge, 
Scottish Rite and Murat Shrine. Surviving are his wife and 
two sons. 


annual CONVENTIONS 


May 158, 19 and 20—Pacific Northwest Laundry, Cleaning 
and Linen Supply Association, Hotel Georgia, Van- 
couver, British Columbia, Canada 


May 19 and 20—West Virginia Launderers & Dry Cleaners 
Association, Daniel Boone Hotel, Charleston. 


May 19, 20 and 21—North Dakota Drycleaners & Laundry 
Association, Great Northern Hotel, Devils Lake. 


May 25, 26 and 27—Idaho Launderers & Cleaners Associa- 
tion, Shore Lodge Hotel, McCall 


June 2, 3 and 4—California Drycleaners Association, Jack 
Tar Hotel, San Francisco 


June 8, 9, 10 and 11—Southern Laundry & Cleaners Asso- 
ciation, Gulf Hills Dude Ranch & Country Club, Ocean 
Springs, Mississippi. 


June 16, 17 and 1S—New Hampshire Laundry & Cleaners 
Association, Lake Tarleton Club, Pike. 


June 21 and 22—North Carolina Association of Launderers 
and Cleaners, Inc., Jack Tar Hotel, Durham. 


June 22, 23 and 24—Laundry Owners and Dry Cleaners 
Association of Montana, Southern Alberta and North- 
ern Wyoming, Glacier Park Lodge, East Glacier, Mon- 
tana 


June 23, 24 and 25—Florida Institute of Laundering and 
Cleaning, Jack Tar Fort Harrison Hotel, Clearwater 


June 23, 24 and 25—Midwest Cleaners and Launderers 
Association, Municipal Auditorium, Hotel Jayhawk, To- 
pe ke i, Kansas. 


September 21, 22 and 23—New York State Launderers 
& Cleaners Association, Inc., Saranac Inn, Saranac Lake. 


October 10, 11, 12, 13, 14 and 15—Laundry and Cleaners 
Allied Trades Association, Stardust Hotel, Las Vegas, 
Nevada. 


% hose can’t leak 
*% never needs packing 
outlasts most equipment 
% out-performs all specifications 
% quality for quality, outstanding vaiue 


FLEXIBLE METAL HOSE 


BEHRSTOCK COMPANY 


1708 South State Street, Chicago 16, Iilinois 


keep a spare— 
be free 
of care 


ADD-A-SERVICE! 


HILD 


Rental 
Carpet and Upholstery 
Shampooing Equipment 


Write for Free Information 


HILD FLOOR MACHINE COMPANY, INC. 
1217 West Washington Boulevard. - Chicago 7, Illinois 


POLAR BREEZ 


AIR COOLS 
and VENTILATES 


10 TO 18° LESS THAN OUTSIDE 
TEMPERATURES 


GUARANTEED! ECONOMICAL! 


Air Cooling Engineering Company 

3812 N. Lowrence Street 

Philadelphic 40, Po. 

Please send us information on Polar Breez Air Cooling for our 
Dry Cleaning Plant Laundry 


Name 


Address. 


= 
aee EXTRA years of trouble-free PERFORMANCE | 
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100% fresh Cool crisp 
= ENGINEERING CO, 
Be aa 3812 N. Lawrence St., Phila. 40, Pa. 
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Where buyers and sellers meet 


15¢ a word for the first insertion and 12¢ a word for each subsequent, 
consecutive insertion of the same ad. Advertisements set in capitals 
or bold face type 20¢ a word, first insertion; 15¢ a word for subse- 
quent, consecutive insertion. Minimum charge—$2.50 (new or repeat). 
Help Wanted and Situations Wanted ads 10¢ a word for first inser- 
tion, 8¢ a word for each subsequent, consecutive insertion for same ad. 
Advertisement set in capitals or bold face type 15¢ a word, first in- 
sertion; 12¢ a word for subsequent, consecutive insertion, Minimum 
charge—$1.50 (new or repeat). 

Add five words if answers are to come to a box number to be for- 


warded by us. Be sure to write your copy, name and address plainly. 
Advertisements in this department must be in our hands NOT LATER 
THAN THE 10th OF THE PRECEDING MONTH. 
Cash must accompany all orders for advertisements in our classified 
columns. No book accounts can be opened, as the low charge made 
does not permit this expense. 


Rates for classified advertising are net, Classified advertising is not 
commissionable. 


Mail Your Replies to Box Numbers to The National Cleaner, 466 Lexington Avenue, New York 17, N. Y. 


CLEANING PLANTS FOR SALE 


HELP WANTED 


Drive-In cleaning plant for sale. Synthetic drycleaning plant and laun- 
dry in main thoroughfare in Clearwater, Florida. 90 cash and carry 
ADDRESS: Box 9212, THE NATIONAL CLEANER. 2 
For sale: modern drive-in drycleaning plant, western Illinois. First year 
volume $2 ( Price $12,5( ADDRESS: Box 9423, NATIONAL 
CLEANER. -2 
very reasonable modern synthetic drycleaning plant. A-1l 

ent. Downtown Atlanta. Good terms to responsible party 
ADDRESS: Box 9416, NATIONAL CLEANER. 2 
THREE MODERN CLEANING STORES—located 25 miles north of Boston 
All stores have complete and latest cleaning equipment, conveyors, 
package plant. Will sell complete or separate, $75,000-$30,000-$25,000 
Estat hed for years, doing good business, ill health forces sale. A. 
ROSENGARD & co., REALTOR, 45 MERRIMACK STREET, LOWELL, 
MASSACHUSETTS. 9426-2 
Phoenix, Arizona—large drive-in cash and carry, plus some commercial 
accounts—in operation 5 years. 1960 volume over $200,000. A great op- 
portunity in this fast growing area for someone with the know-how 
Priced at cost of equipment $175,000, with only 29°, down. BUD NORRIS 
Pocock-Elzey, Inc. Realtors, 1137 Camelback Road, Phoenix 9414-2 
jecided to hang up my gloves. Here is the oppor- 

s been waiting for. I offer you one of South Carolina's 

located in a very popular shopping center sur 

l ccupied subdivisions, with a city population of 

est equipment and 2 new trucks. Have four branch offices 

business $80,000. Ideal for partnership, too 

ne. Come spend one month and observe 

business beir lone. See for yourself that this is no white elephant deal 
$2 fm payment required, balance can be paid on easy terms in 
the next ten years. ADDRESS: Box 9430, NATIONAL CLEANER. 2 
Texas Gulf Coast: Cleaning and laundry plant. Well established. 12 
years same owner, same location. $50,000 gross, long lease. Approxi- 
mately $20,000 handles, balance be financed. ADDRESS: Box 9398, THE 
NATIONAL CLEANER. -2 


CONSULTANTS 


IN TROUBLE? Our chemical analysis of garments and laboratory reports 


place responsibility for damage, and save your money. Charges light. 
HUBBARD TEXTILE CONSULTING BUREAU, RT. 3, CHARLOTTESVILLE, 
VA. 6040-25 
LET US TELL YOUR CUSTOMER! Impartial laboratory reports on garment 
damage for settlement of claims, expert testimony for arbitration or 
referee. Prompt service, reasonable fee. TEXTILE ANALYSIS SERVICE, 
53 Auburn St., Concord, N. H 3635-25 


Manager, thoroughly experienced in all phases of rental industrial gar- 
ment business, including selling and operations, excellent opportunity 
for proper person. Pacific Coast location. Write giving summary of ex- 
perience. ADDRESS: Box 9419, NATIONAL CLEANER. -7 
Manager for quality petroleum plant, Los Angeles area. Must have 
knowledge of spotting, production methods and controls. Must be capable 
of training personnel. Excellent opportunity for a talented young man. 
State references and approximate starting salary desired. ADDRESS: Box 
9420, NATIONAL CLEANER. 7 
WANTED, man and wife combination to help operate synthetic plant 
New equipment 1952-56. Air operated. Suit price $1.65 up. Owner wishes 
to semi-retire. Located in town of 10,000 people in Southern Michigan. 
ADDRESS: Box 9421, NATIONAL CLEANER. 7 
Manager for petroleum plant—shirt laundering—District of Columbia 
area. Will pay top rate for first-rate man. Give complete history of back 
ground. ADDRESS: Box 9422, NATIONAL CLEANER. 7 
Representatives for ‘‘Textile’’ identification machines and systems, heat 
seal property mark and mending machines for launderers and cleaners. 
Knowledge of plant operations essential. Big opportunity for live wire 
man. States: Michigan, Illinois and Ohio. Salary and commission. Write 
Textile Marking Machine Co., Inc., 2204 Erie Blvd., E., Syracuse 1, 
New York 9434-7 


SALESMEN - DISTRIBUTORS WANTED 


ESTABLISHED SALES TERRITORY—accelerated sales expansion program 
requires that we employ additional salesmen. We need experienced 
representatives with drycleaning background willing to travel. If 
you qualify, write full details first letter, enclose recent snapshot, 
state territory preference. All replies strictly confidential. This can be 
your big opportunity, salary and expense allowance against commissions. 
Write Robert A. Edwards, STA-NU Corporation, 5101-15 Sheridan Road, 
Chicago 40, Illinois 9405-14 


Experienced drycleaning chemical salesmen with a following in the New 
York area. Must have strong desire to become sales manager. Only top 
producers accustomed to earning big money need apply. Send detailed 
background information. ADDRESS: Box 9418, NATIONAL CLEANER. 

-14 


CLEANING PLANTS WANTED 


WANTED TO BUY modern cash-and-carry drycleaning plant with park- 
ing. At least $35,000 to $50,000 per year. Down payment and balance 
from profits. Please give full particulars in first reply. ADDRESS: Box 
9431, NATIONAL CLEANER. -1 


SEWING ROOM SUPPLIES 
3 DOZEN pairs ELBOWPATCHES suede leather seconds $5.00. 100 trou- 
serzippers $8.° ave real money—order trimmings from NASSAU 
NOTIONHOUSE, Nassau, New York—free price list 9393-42 


BUSINESS SERVICE 


DETROIT and suburbs on-location carpet, furniture cleaning and DYE- 
ING. PRescotte 8-1680, CARTER’S Rug Cleaners, 27234 Ridgewood, Rose- 
ville, Michiga 9310-10 
GET MORE ae wi 
wit ; af Permanent nexpensiv ‘roven nation wide 


Nort 1 Products, Route 22-282, Rockland 38, Maine 9378-10 


easily made 


reasted nad ingle 7.95 Thite Swan Cleaners & 

Ta ‘ F Box Jackson, Miss 8919-10 
DIRECT MAIL reiterate for cleaners that gets new business at low 
cost reactivates old customers. Write for free samples of famous 
Reba Martin, ~ c., 4201 N. W. 2nd Ave., Miami 37, Fla. 
5947-10 


SITUATIONS WANTED 


GENIAL JIM WANTS TO WORK FOR YOU. TOO YOUNG TO PUT ON 
THE SHELF. Scotch Irish—two married children—37 years in drycleaning 
business. I can install or alter wage incentive—direct personnel—origi- 


nate an advertising campaign designed especially for you—very likely 
effect important production savings—manage your plant while you vaca- 
tion. I can also brush cuffs, sew on a bution, reline a coat or reconcile 
your cancelled checks. I have disposed of my plant, had a long rest 
and rarin’ to go. I will work for you temporarily or forever. Make me an 
offer. Write ‘Genial Jim,’’ ADDRESS: Box 9425, NATIONAL CLEANER. -5 
SALES MANAGER OR ASSISTANT—top flight aggressive young man who 
is fully conversant with chain store problems for leasing through sales 
personne! and planning effective result getting promotions. Sixteen years 
of hard experience from store supervisor to sales manager of one of the 
larger chains have given me a background to be of good service to any 
dynamic chain. ADDRESS: Box 9427, NATIONAL CLEANER 5 
DRYCLEANING MANAGER position wanted. Have large experience in 
all phases of production. Prefer only large size plants in New York City 
or New Jersey. ADDRESS: Box 9408, THE NATIONAL CLEANER. +5 
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SITUATIONS WANTED (Cont'd) 


MISCELLANEOUS (Cont'd) 


Silk spotter desires position in quality solvent plant. 17 years of ex- 
perience. Best references. Hubbard graduate. Will move anywhere, 
Western location desired. Write or phone, G. M. Brown, 1511 Penn 
St., Harrisburg, Pennsylvania. CE 4-9567. 9404-5 
Manager's position wanted. Will accep! cleaner-spotier in medium-sized 
plant, with washer-extractor unit, if offer is right. Family man, sober, 
dependable, honest. Would like management in package plant. ADDRESS: 
Box 9308, THE NATIONAL CLEANER. 5 


Working manager or cleaner-spotter position wanted in medium-size 
plant. Family man, 15 years experienced, very dependable and honest. 
Would like to relocate in St. Paul, or Minnesota city. ADDRESS: Box 
9432, NATIONAL CLEANER. 5 
MANAGER over 20 years experience in retail, wholesale and package 
plants. Petroleum and synthetic. Know installation, operation and main- 
Some laundry experience. ADDRESS: Box 


tenance of all machinery 


9433, NATIONAL CLEANER. 


REWEAVING 


REWEAVING, ONE-DAY SERVICE: Cigarette burns, moth-holes, tears, 
spots in ciothes, linens, rugs, upholstery fabrics, like new. Small jobs 
returned same day. Send garments for estimate. GIVE US A TRIAL. 
You'll be amazed to see the difference between our work and what 
you ve been getting. Established 1910. American Textile Weaving Co., 
5 N. Wabash Ave., Chicago 2, Ill. 5516-29 


REWEAVING. Compiete SALES KIT FREE including signs, advertising 
mats, instruction book, PRICING CHART, work tickets and envelopes a! 
NO CHARGE. A prompt etficient WHOLESALE service at a MODERATE 
COST. We reweave the exact patiern in all fabrics. Our complete re- 
weaving service will make you a satisfied, permanent customer. Send 
garment for estimate. Open accounts if desired. MONEY BACK GUAR- 
ANTEE, CINCINNATI REPAIR SERVICE, 125 West 5th Street, Cincinnati 
&, Ohio. 6066-29 


40°, PROFIT WITHOUT INVESTMENT.” Send us garments with burns, 
mps, holes to be skillfully rewoven by the exclusive WONDERWEAVE 
method. 100 operators, fast service. All work guaranteed for life of gar- 
ment. No investment, time or labor required. OR, do your own reweav- 
ing. We sell equipment tor $12 complete with instructions. Replacement! 
points $6 each. Write to Wonder Weavers, established 1899, 44 Whalley 
Avenue, Dept. 9, New Haven, Connecticut 3298-29 


The old reliable “BERGER DAMAGE REWEAVING” serving the cleaners 
and tailors trade almost forty years. The finest type of skilled work only. 
Prompt service, reasonably priced. Our work wins you good will. Esti- 
mates cheerfully made. Return postage paid by us. If you want the 
Best," mail your job to “BERGER DAMAGE REWEAVING COMPANY,” 
765 Madison Avenue, New York 21, N. Y. 5966-29 


REWEAVING BY THE SUPERIOR FRENCH PROCESS. MOTH HOLES, 
BURNS, ETC., REWOVEN TO THE EXACT PATTERN. COAST-TO-COAST. 
MODERATE PRICES. SMALL DAMAGES RETURNED SAME DAY RE- 
CEIVED. SATISFACTION GUARANTEED. SEND A TRIAL ORDER TO- 
DAY. R. M. WEISSERT, 315 NORTH 7TH ST., ST. LOUIS, MO. 5545-29 


MONEY BACK GUARANTEED REWEAVING. Best possible methods. 
None better. Display signs, pricing charts, etc. We supply at no charge 
everything necessary to sell this fine service. Liberal discount. Open 
accounts. Send garment for estimate or ask for Sales Kit. WEAVE 
MASTERS, 125 West 5th Street, Cincinnati 2, Ohio 

RE-WEAVING AT LOWEST WHOLESALE PRICES, 1-day service, we pay 
return postage, work guaranteed for the life of the garment. Satisfaction 
or no charge. Special low prices on large damacqes. Free estimates in ad- 
vance if requested. Write for free signs, pricing rulers, labels. THRIFTY 
WEAVERS, 1412 Adams St., Toledo 2, Ohio. 7446-29 


MERCHANDISE FOR SALE 


Nylon laundry nets 24” x 36” only $13.50 per dozen, hanky nets $3.95 
per dozen, 18” x 30” nets $8.95 per dozen. Write L. S. Supply Company, 
211-57 18th Avenue, Bayside 60, N. Y 9340-45 
SOLVINK—a product continuing to serve the drycleaning and laundry 
industries for 30 years, tried and tested throughout the U. S. and Canada, 
has to be good. This is the story of SOLVINK. Removes INK, PAINT, 
BLOOD and RUST stains from colored and white fabrics, 8-ounce, pint, 
quart or gallon. Order today from your jobbers or from Greenville Chem- 
ical Co., Greenville, S. Car. U. S. A. 9305-45 


MISCELLANEOUS 


WEDDING GOWNS expertly cleaned and processed for storage. Her- 
metically sealed in beautiful chest. Liberal discount. Retail price $25 
and up. Carwile’s Custom Cleaners, 1725 Madison Avenue, Memphis 4, 
Tenn. 8788-8 


INCREASE ROUTE SALES with monthly laundry and drycleaner ROUTE- 
MAN magazine. Sample free. R. A. Palket Co., Box 233, Pittsburgh 30, 
Pa. 9424-8 


A NEW—COMPLETE—MODERN 
Textbook — Available Soon! 


MODERN 
SPOTTING 


Edited by Art Schuelke, Former Edi- 
tor, The NATIONAL CLEANER. Con- 
_tributors include such well - known 


| 

| leaders in the drycleaning industry as 
| Cort Antonson, Al Fligor, Laura Herr- 
'mann Porterfield and others. 


Featuring: 


Spotting Tools and Their Use 
Fabric Identification 


Stain Identification 


Basic Methods of Soil and Stain 
Removal 


Common Spotting Agents 


Identification and Removal of 
Over 100 Different Stains 


Bleaches and Sizings—How To 
Use Them 


and many more practical, valuable, how-to- 
do-it chapters 


SEND YOUR ORDER TODAY! 


$6 per copy 


The National Cleaner 
466 Lexington Avenue, New York 17,N. Y. 


Please reserve .............. . copies at $6 each of MODERN SPOTTING 


for which | am enclosing my check or money order. 


Name_ 


Company_ 


Street__ 
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MACHINERY FOR SALE 


MACHINERY FOR SALE (Cont'd) 


Two-roll, 100” and 120” AMERICAN and C/L RETURN FEED IRONERS 
MECHANICALLY EQUAL TO NEW. CUMMINGS-LANDAU Laundry Ma- 
chinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y. 8310-4 


42 x 84” AMERICAN MASTER CASCADE double end driven Monel meta! 
washers, two-compartment two door cylinders, motor-driven. CUMMINGS- 
LANDAU Laundry Machinery Co., 305 Ten Eyck St., Brooklyn 6, N. Y 


rated plastic bag-making mach 


FOR SALE: 1 MEHL new type air 
nt 4 


Contact Downtown Cleaners, Sanford, Florida. 


We 
lat silt ond irvcleanis pment. Contact 
your ma nery need I ja “WILLIAMS LAUNDRY MA- 
CHINERY CoO., INC., 9 9th Street, Long Island City 1, N. Y., Stillwell 


A-4464 


for 


UNUSUAL OFFERING 


} 
ban plar 


ite 
it 


pportunity 


FAIRFIELD CLEANERS Donn 


( ) 
sarwater 6-091 9429-4 


avoid costly errors! 


Here's a manual 

to help you correctly 
identify, spot, clean 
and finish fabrics. 


“FABRIC FACTS” 


The drycleaner’s guide to better 
processing and finishing of 
these fabrics 


cottons 

wools 

linens 

silks 

acetates 

Orlon-Dynel pile fabrics 


ravons 


vvvvvvvyy 


thermoplastics 


Only $1 per copy 
mail your order today! 
THE NATIONAL CLEANER 


466 Lexington Avenue, 
New York 17, New York 


1 National power marking machine and stand model B40, 8 Character, 
foot pedal trip, large type, good condition. Any fair offer will take it— 
crated F.O.B. Cleveland, Ohio. ADDRESS: Box 9415 NATIONAL 
CLEANER. 4 


FOR SALE: 1 JWK 25 COOK WASHERETTE and 1 LA 46 Ai SIMPLEX 
IRONER. Brand new in age value over $1,800. Com 
mercial warehouse will 
417 Glidden St 


factory crates 
Joseph Moving and Storage, 
9428-4 


sacrifice at $1 


Fayetteville, North Car lina 


SUEDE, LEATHER AND FUR SERVICE 


Suede and Leather Specialists. ‘‘Lano-Lustre’’ process. Natural oils, color 
and softness restored. Send for information folder and price list. Free 
window display sign with first job. One-week service. Send to—Ward- 
robe Service, 2425 McGee, Kansas City, Missouri. 8088-13 


SUEDE and LEATHER—Cleaned, dyed, refinished. Guaranteed ‘‘FRENCH- 
TEX" process. LaFRANCE DYE HOUSE, 7606 Carnegie Ave., Cleve- 
land 3, Ohio. "‘Members of the S.L.R.A.”’ 7947-13 


FROM OUT OF THE WEST, comes ‘suede & leather work at its ‘BEST. 
RICHARD KELLEY’S MEL-O-FLEX SUEDE & LEATHER REFINISHING 
SERVICE, 500 West Grand, Oklahoma City 2, Okla. Member N.I.D. and 
S.L.R.A. 8901-13 


SUEDES AND ‘LEATHERS @eened end dyed to perfection. Prompt service. 
Fully insured. Any jacket $4.00. Ship to THE SUEDE KING, 131! East 
State Street, Sharon, Pa. 5234-13 


and remodeled, by > the famous 

Guaranteed workmanship, fast service. Com- 
Send for complete price list and informational 
Wardrobe Service, 2425 McGee, Kansas City, Mo. 9190-13 


FURS—cleaned, repaired, altered, 
LANO LUSTRE process. 
plete storage facilities. 
folder. 


WORTH REPEATING 


FROM OUT OF THE WEST, comes suede & leather work at its BEST. 
RICHARD KELLEY'S MEL-O-FLEX SUEDE & LEATHER REFINISHING 
SERVICE, 500 West Grand, Oklahoma City 2, Okla. Member N.I.D. and 
S.L.R.A. 8901-13 


WHOLESALE DYEING FOR THE TRADE 


SHARP'S REDYEING COMPANY—DYEING EXCLUSIVELY. WHOLESALE 
ONLY. We are now lccated in a large building and, in addition to our 
regular service on garments and household goods, are equipped to give 
you a complete service on rugs and carpets, any size. 977 Jackson Ave- 
nue, Memphis, Tennessee. 160-12 


LOEBL DYEING IS THE FINEST ‘QUALITY PRODUCED. Garments are 

i, wrinkle free, soft, easy idual in- 
Loebl’s dye garments, 
D parcel post service. SHIP TO LOEBL’S 
TODAY. LOEBL DYE WORKS, INC., 348 W. SALEM AVE., ROANOKE, 
VA. 9406-12 


to press, Indiv 
ires satisfaction 


ries siipcover ur 


TRAINING SCHOOLS AND INSTRUCTIONS 


HUBBARD DRYCLEANING AND REDYEING SCHOOL, Route 3, Char- 
Virginia. Courses offered in drycleaning (petroleum and 

\g, prey and dyeing. Study while you work and 
lf A CORRESPOND.- 
5902-15 


lottesville 


irse Catalog sent n request 


ENCE SCHOOL § SERVING THE INDUSTRY SINCE 1932. 


it yourself—in 
Find 
uts DISAPPEAR 

fabrics. Famous original Pabricon professional! 
p to $10 in an hour—ALL PROFITS! Write for FREE details 


R, 6238 Broadway, Chicago 40, 8398-15 


BIG EXTRA PROFITS IN INVISIBLE REWEAVING! Do 
your customers finest work and prompe service 
u can learn to make holes 


own shop givir 


tears, 


INSTRUCTIONS IN TAILORING, REPAIRING, DESIGNING and CUTTING 
on men’s and women’s garments. (3 Separate Books.) Free booklets 
describing these books sent on request. Master Designer, Dept. K, 
400 S. State Street, Chicago, Ill. 9278-15 


LEARN REFAZE PATENTED PROCESS economize, improve work, save 
time simplifing spotting and avoiding washing. Advertising assistance if 
desired. Send $3.00 for manual. REFAZE CORPORATION, PRINCETON, 
ILLINOIS. 9417-15 


NATIONAL CLEANER 
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1 ms purchased 1956 or later. This is fine, saa 
1) clean equipment and can be seen in operation. We are moving into a Pye 
new irger building within lay y b. Butler synthetic units, cor 
|e plete with reclaimer b. Detrex Monarch unit, complete with re Bou 
_¥ ) 
simer H. P. York-Shipley package boiler and return system; 5 H. F 

Ke 19 American air m pre r, 5 Pre Rema air vacuun 4 gallon * 

I r cement lined water heater with thermostatic control; 2-Girl Forse ae 
abinet shirt unit, all automatic; 26” solid curb extractor (older); 4 utility ne 

: presses (42”), 2 Hoffman Air, 2 New Yorker. An excellent oI ie 
riginal st 
Telephone CLe 
t 

h 

AG 

? 

fror all c 
method pays u cag 
Fabricon, Dept. R af 

84 
A 


Ace Fastener Corp. 
Adco, Inc. 
Air Cooling Engineering Co. 
Ajax Presses 
Ald, Inc. 
Apco Oil Corp. . 


Behrstock Co., L. 
Bishop Freeman Co. 


Caled Products Co., Inc. 
Chevrolet Division of General 
Motors 
Cissell Manufacturing Co., Inc. 

Columbia Boiler Co. of 
Pottstown 
Columbia-Southern Chemicals 

Corp. ar 
Cook Machinery Co., Inc. 
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Atlas Powder Co. ... 
Davies-Young Soap Co., The 
Detrex Chemical Industries, Inc. . 


F 
Ford Motor Co. 


Frontier Chemical Co. 
Fulton Boiler Works, Inc. 


Haertel Company, Walter 
Hammond Laundry—Cleaning 
Machinery Co. 
Hild Floor Machine Co., Inc. 
Hoffman international Corp. 
Hoyt Manufacturing Corp. 
Huebsch Originators 
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Lattner Manufacturing Co., P. M. .. 
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Reliable Machine Works, Inc. ... 75 


Sanitone Dry Cleaning Service, A Division 

of Emery Industries, Inc. ....... 33 
Spencer Corp., J. P. .. ; 67 
Stamford Chemical Co., The .. 57 
Street & Co., Inc., R. R. ..... 3, 69 
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Time Savers, Inc. .... 3rd Cover 
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U 

United Brass Works, Inc. 27 
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Vv 

Vic Manufacturing Co. 24-25 
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Washex Machinery Corp. 71 
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Wilson Chemical Co., A. L. .. 
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MR. MANUFACTURER: 


You reach your market best 
through the advertising 
pages of THE NATIONAL 
CLEANER because 
readers want and need the 
information they get month 
after month, sufficiently to 
pay for each issue—year 
after year. 


They know that they will 
receive regularly each 
month such informative ar- 
ticles as appear in the cur- 
rent issue. Articles such as 
these: 


@ TRAINED ROUTEMEN 
—Increased Earn- 
ings Without 
Increased 
Commission 


@ COIN-OP FLIP-FLOP 
—Roundup Includ- 
ing New Solvent 
and Equipment 

Developments 


@ LITTLE LEAKS SINK 
LITTLE CLEANERS— 
How one ‘‘Small’’ 
Cleaner Thinks 
and Acts ‘‘Big’’ 


@ SELLING THROUGH 
EMPLO YEES— 
Balanced Employee 
Relationships 
Mean Increased 
Sales and Customer 
Goodwill 


THE 
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Deutsche Puppen 


To the Editor: 

Our dolls have gone 
—thought vou might enjoy seeing the 
enclosed reprint 

Heten Jones REA 
Swan Super Cleaners 
Columbus, Ohio 


Thanks, Miss Rea, for a look at the 
reprint from the German trade publi- 
cation Revue Chem. Reinigung/Far 
berei. Miss Rea’s Doll Promotion story 
May 1959 
issue of THe NATIONAL CLEANER 

—Eprror 


riginally appeared in the 


Objects to Coin-Op Articles 


To the Editor 
In reference to your articles on 
drycleaning in the February 


would like 


reactions known to you 


com-op 
issue of your magazine, 
to make my 
A survey of consumers is shown as giv 
ing unqualified approval of coin-op 
leaning at Holmes in Effingham, IIli- 
nos 

What vou fail to mention is that the 
Norge plant is located at Effingham 
and employs almost 50 percent of that 
town’s population. I would find it very 
difficult to believe that you were not 
uware of these facts 

In my opinion your first responsi 
bility is to your subscribers and not to 


your advertisers, since without us 


Eater-of-the-Year Award 


Vi" and Dwight Alquist gave in 
desperation. Crank at right adjusts 
height of brazier Crank on left is 


Bellew 


“international” 


your advertisers have no need for you. 
I believe that you have done a great 
disservice to the drycleaning industry 
by slanting your articles in favor of 
coin-ops. Furthermore, it is my belief 
that the coin-ops cannot operate at a 
profit and the drycleaner who is mis- 
led into investing in them is inviting 
disaster. 

Unless a satisfactory explanation is 
forthcoming, I may be tempted to can- 
cel my subscription to your publica- 
tion. I also plan to discuss this matter 
at the next meeting of the N. Y. 
Neighborhood Cleaners Association 
which is 1,800 members strong. 

THUR 
Dorset Finer French Dry Cleaners 


Brooklyn, N. Y. 


We think the reader misunderstands 
our thinking and our purpose in giving 
full coverage to this subject. Actually, 
we are not advocating that all dry- 
cleaners get on to the coin-op band 
wagon; we don't think they should. 
But we do believe that every one of 
should know exactly 
what's going on, should be fully aware 
of the extent to which coin-op is 
achieving consumer acceptance, 
should understand the possibility that 
considerable drycleaning volume may 
be diverted to coin-op installations. 
Only by being fully informed can our 
readers take the constructive steps 
necessary to meet this competitive 
threat 


our re ade rs 


Dwight California Dry- 
cleaners prexy, recently 
presented our West Coast editor with 
a unique barbecue outfit. Made from 
a 55-gallon drum by Mr. Alquist and 
his father-in-law, the portable unit has 
a hinged top, built-in thermometer 
adjustable brazier, 
tray 


Alquist, 
Association 


removable side 


Presentation was amid 


tropical 
sple ndors of the palatial Los Angeles 


estate of the editor. Mr. Alquist al- 
luded to . . our stalwart’s 
nomic talent” . . . displayed “over and 
beyond the call of duty” on barbecues 
at the Alquist home in Lodi. 

(Recurrent reports that the West 
Coast editor is now moonlighting with 
a barbecue service to supplement his 
meager just might be true! 
We're investigating.—Editor ) 


“gastro- 


income 


We would be neglecting our obliga- 
tion to Mr. Thur and to our thousands 
of other readers if we failed to provide 
them with every bit of information we 
can dig up on this subject, no matter 
how distasteful it may be to them. 
Only in this way can the drycleaner 
know the facts necessary to decide on 
the right course of action for his own 
particular operation. 

Several years ago there were thou- 
sands of family laundryowners who 
didn't want to hear or read a thing 
about self-service or coin-op laundries. 
Some of these laundry executives did 
read about these developments, even 
though they didn't like what they 
were reading, and they took action of 
one sort or another to meet the serv- 
ice, quality and price levels required 
to meet this new form of competition. 
laundry executives closed 
their eyes and ears to the fact that 
self-service or coin-op laundry could 
have any effect on them. They chose 
to ignore this new element of competi- 
tion for the family laundry bundle, 
and because they never did under- 
stand what was going on right in their 
own market areas, they kept right on 
operating as they always had. 

Just about 40 percent of the profes- 
sional laundries in existence 10 years 
ago are out of business today. They 
lost millions and millions of dollars of 
volume to self-service, quick service 
and coin-op laundries. And the rest of 
their volume went to the remaining 60 
percent of power laundries that had 
speeded up service, improved quality, 
packaging, etc., introduced fluff-dry 
and dry-fold, revised their pricing 
schedules, or took whatever other 
steps they felt were necessary to meet 
and beat the new competition. 

We want every one of our readers 
to stay in business and to grow and 
prosper—and they will if they are 
kept fully informed on what's going on 
and then act on the basis of their own 
best judgment to meet developments, 
just as fast as they occur. 

To bring himself right up to date we 
suggest Mr. Thur read page 73 and 
the several following pages in the 
March issue of THe NATIONAL 
CLEANER, 

If, when he brings this matter up at 
the next Neighborhood Drycleaners 
meeting, he will also read this to the 
members, we think they will then un- 
derstand that our one and only con- 
cern is the good and welfare of the 
professional drycleaner —Epriror 
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TIME SAVERS 


Vag aX 
GIFT PACKAGE SHIRTS at NO EXTRA COST! 


NO. OF SHIRTS 
PER PACKAGE 


Display Quality Laundering La-Down Stand-Up 
with Quality Packaging. — 2 2 


‘Vu-Pax’ SELLS Quality 
Work and WINS New 
Customers. 


3 
4 


3 
4 
5 
6 
7 
8 


Heavy Duty Blue Board 
Shell with Sparkling Trans- 
parent Poly Bag Outer 
Protective Covering. 


“Available in up to 7 different 
size packages to fit 2 to 8 shirts. 
For both Stand-Up and La-Down 
Collars. Specify 12° or 14° 
Shirt Folds. 


TIME SAVERS, INC. watnut st. MONTCLAIR, NJ. 
WRITE FOR FREE CATALOG AND SAMPLES 
Dynamite Sales Producing 
Shirt Showmanship! 


NEW LOW COST 
Counter Model (PF-1) 


7 aster— 
Produces ‘Eye Catching’ Shirt Package. Ouly $ +5 Oo” . 
At the NEW LOW PRICE Every Cleaner 


and Laundryman can afford. *With initial order of 5M Vu-Pox 
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Drycleaning Designed with Coin-op in mind . br LOWER INITIAL 


Your drycleaning skill and our technical equip- >a INVESTMENT 
ment knowledge combined . . . takes the guess 


out of this operation. Tailored to your exact LESS OPERATIONAL 


needs! Versatile floor arrangements for greater ie TIME 
space utilization. Units easily added to meet 


growing capacity needs. ‘ LOWER COST PER 
POUND 


LOWER BREAK-EVEN 
POINT 


Copyright 1961 The Prosperity Company 
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